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A line that is bringing good profits 
to every jeweler who stocks it—and 
pride of ownership to everyone who 
buys it. 


Alvin Patterns 
become more popular 


The demand for Alvin patterns has 
outgrown all expectations. Alvin pat- 
terns are “best sellers.” They make 
satisfied customers. And Alvin fast 
turn-over is bringing good profits to 
jewelers many times during the year. 


Stock Alvin Silver. Display and 
recommend Alvin patterns in your 


store. 


ALVIN SILVER COMPANY 
SAG HARBOR, NEW YORK 


NEW YORK CHICAGO 
20 Maiden Lane 1C So. Wabash Ave. 
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A Word on the Care of Mesh Bags 





By Ira Barzilay 














Y ior jewelers throughout the country to- 
day are enjoying a wonderful business 
in mesh bags, and they can make this pres- 
ent demand a permanent one if they will 
only give a few “service pointers” to their 
trade. 

Mesh bags have always been the most 
abused article that a woman carries, and 
only because the average woman does not 
know how to treat a mesh bag. Just be- 
cause it is made of metal does not mean 
that it will withstand the harshest treat- 
ment or usage. 

First of all, a mesh bag is intended as a 
dress bag, not as an every-day shopping 
bag or a week-end grip. A woman should 
not try to crowd all her personal belong- 
ings, including her manicure set, into a 
mesh bag, and possibly add small articles 
she has purchased on a shopping trip and 
expect the links to hold together, even 
though the bag is made of soldered mesh. 
The most securely soldered mesh bag will 
only stand a fair strain and if subjected to 
excessive strain will surely break. 

Sharp or pointed articles, such as keys, 
hairpins, coins, nail files, etc., should not be 
carried loose in the bag, as they will pierce 
and cut the mesh. If a woman must carry 
such articles with her, they should be en- 
closed in a small silk pouch, which can be 
carried in the bag, and yet protect the 
mesh. One of the most prominent manu- 
facturers of mesh bags will furnish at a 
nominal cost these silk pouches to be en- 
closed in the mesh bags and every con- 
scientious jeweler should see that every 
mesh bag he sells contains one of these silk 
pouches. 


The commonest complaints the jewelers 
get on the wear and service of mesh bags 
is that they turn black so readily or that 
they rub off on. clothes or in the case of 
gold-plated bags that the plating wears off 
within a few months. There is no repu- 
table jeweler who can guarantee a plated 
article to wear for a long period, as the 
plating is bound to wear off in time. That 
is only natural. But in almost any case 
it is not that the plating has worn off, but 
the fact that the bag has become dirty, and 
it is that dirt that discolors the bags or 
wears off on clothes. 

Everything must be cleaned at regular 
intervals in order to be clean. The dirt 
will gather in the mesh and the finer the 
mesh, the darker it will get. A window 
curtain or a screen is the best thing to 
compare with a mesh bag in this respect, 
as we all can see how the dirt gathers in 


them and how they must be cleaned or 
brushed regularly, 

The same consideration should ‘be ac- 
corded mesh bags as is given other articles 
of sheer appearance or texture. No woman 
would think of wearing a piece of lace, 
silk hose, dress, waist, etc., for a season 
without cleaning—yet they carry a mesh 
bag for months subjected to all kinds of 
contact with dirt and never think of having 
them washed or cleaned. An _ occasional 
cleansing, not even replating, is all that is 
needed to keep the bag looking clean and 
fresh. If they would go a step further 
and have it replated every year or so, to- 
gether with proper handling, a mesh bag 
will serve a woman as long as she would 
care to carry it. 

The chemical action caused by the per- 
spiration of the hands and also by the per- 
fumes and cosmetics used and which in 
time saturates the bags, will cause discol- 
oration, and for that reason, too, they 
should be cleaned. 

Furthermore, if the dirt is permitted to 
remain in the mesh it will in time act like 
any grit or pumice and wear through the 
metal, as the friction of constant use aggra- 
vates this natural action. 

So you see just a few words of advice at 
the time the sale is made will make the 
woman appreciate the care that should be 
taken in wearing a mesh bag and give her 
maximum service and satisfaction. This 
in the long run will make mesh bags a 
permanent accessory to every well-dressed 
woman’s wardrobe and also eliminate the 
major part of the annoyance now caused 
the jewelers. 

To summarize, let me say that all the 
jeweler need ask a woman to do is to keep 
her bag clean, do not permit coins, keys 
and similar articles to come in contact with 
the mesh, if it is a plated bag, have it re- 
plated every year or two and just give it 
the same consideration that would be given 
to any other valuable part of her costume. 








Marks on Worcester Porcelain 


LEWER gives useful points on the com- 

plicated subject of Worcester trade- 
marks. These require circumspection as 
there were three factories, and a very pro- 
longed period. Dr. Wall adopted W in 
several forms (from 1751-1783). Other 
factories stole it too. Second mark was a 
crescent, used for 50 years of the earlier 
periods. It was either “open” or “filled” 
with shading. It is generally conceded 
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that the “open” crescent was used on hand- 
decorated pieces, the “filled” crescent being 
reserved for “printed” ware. Rare excep- 
tions are the “filled” crescent with the letter 
“E” and the “reversed crescent with a face.” 
Flights impressed, with or without painted 
crescent was added in 1783. Flight sig- 
nature in Roman or script. “Crown” sign 
used after George’s visit in 1788. Martin 
Barr’s B was added on his becoming part- 
ner in 1793; a Roman B is found scratched 
on ware in this and subsequent years. Also 
“Crown Flight” mark. Next (1793-1840) 
“Barr, Flight & Barr” (with crown above), 
also “BFB” with crown. Then “Flight, 
Barr & Barr,” also FBB. W. M. Binns 
says, that with the accession of Flight to 
the concern all the former marks -appear 
to have been discarded except the crescent. 


The Worcester script “W” repeated in a 
circle was another late mark, with or with- 
out cross swords of Dresden, Sevres. mark, 
crossed darts of Bow? Chantilly hunting 
horn. The Worcester “square” mark, also 
called “fret” mark is cautioned against by 
Lewer as follows:: “Collectors should be 
profoundly distrustful of specimens bear- 
ing this mark, it is a special favorite with 
the dishonest dealer. Worcester was by no 
means the first to use this form of mark, 
for it is to be found on the earthenware 
of the brothers Elers (1690-1710). A 
‘squar deal’ identical with that of Wor- 
cester was in use in China from 1662 to 
1722.” Worcester used numerous so-called 
“Oriental” marks—contorted numerals or 
letters, often. Besides the above, there are 
numerous workmen’s marks, many very 
small, some a mere splash of color. 


Lewer clears up the identification of the 
R. H. monogram as follows: “Two marks 
in the transfer-printed ware are liable to 
confusion: ‘R. Hancock fecit’ and ‘R. H. 
Worcester’ with the anchor. These do not 
refer to the same individual. Hancock was 
the Batter-ea transfer printer. R.H. was 
Richard. Holdship, who used the anchor as 
his rebus (his work also appears. at 
Derby).” A good example of the R.. H. 
rebus will be found on the “King of 
Prussia” mug. W. M. Binns holds this 
view. He says he never saw such a mark 
without the anchor (rebus for: Holdship) 
and never saw the anchor where Han- 
cock’s name appeared. 

Richard Holdship was one of the chief 
shareholders in the original company. 

At least 70 workmen’s marks,’ says 
Church, “have been recorded for the old 
Worcester period, 1751-1783, and there are 
a great many on the later wares made by 
the rival factory” (Chamberlain’s). ‘First 
were crescent, Chinese square, and letter 
W, sometimes two on one piece. “Open 
crescent is usually in blue wtnderglaze, 
rarely in overglaze red; a few examples in 
gold are known; it is of various. sizes. 
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The Latest Jewelry Seen in New York 


following information is published not only for the benefit of the jeweler, but 

Noten at of the public, and to give the retail jewelers outside of the large centers in- 
fer tion as to the very latest articles in jewelry that are shown in the shop windows of big 
oy in the metropolis and about such a pieces as have been made for customers, and 
public for the first time. This information is right-up-to-the-minute, and gath- 

The notes may be given by the 





direc 
ca to 
stir up interest. " 
interviews in his local 
~ ; credit to THE } 


styles in gems.—THE EpITor. 


” Fe ae pstore THe JEwExers’ Circular goes to press. nay be 

fis local paper for the general information of the people of his district, in order to 
interest in jewelry generally, or the information may be used by 
ournals, as to the latest styles in jewelry. 
without EWELERS’ CirncuLaR, in any way that the jeweler may feel will prove 
best for the information of the people of his district, or valuable as a news item on the latest 


him as a basis for 
It may be used with or 
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HE Rambler was most fortunate in 
meeting a lover and wearer of jewelry 
who not only admired the pieces as works 
of art, but recognized their value as a cos- 


intment. 
tume appo i a a 


Her Summer wardrobe included a break- 
fast gown of crash embroidered in Indian 
red. With this she chose jewels holding 
deep red carnelians and to carry out the 
Indian motif shown in the gown embroid- 
ery, she has her jewels follow the native 
Indian theme in drop earrings and bead 


in. 
a x ok 


For the morning saunter to ,the village 
when hat and handbag are required, she 
has ready for her crash morning frock a 
tailored hat in coarse straw appliqued in 
red and a bag in crash repeating the red 
embroidery of her frock. For use with the 
hat, the smooth rounded hat pin tops would 
be formed of smooth polished carnelian, 
mounted in silver and the silver bag mount 
also hold these deep red stones. 

* * * 

After the morning swim, a frock must 
be chosen for lunch-time wear. Milady has 
several in soft mulle, in pale tones of grey, 
green, or lavender, and this morning she 
chooses one in a very fine allover figure, 
in tones of lavender, blue and green. Great- 
tinted net makes the fichu at the neck and 
the upturned cuffs on the short sleeves, and 
to emphasize the quaint colonial effect of 
the gown, Milady wears a pendant watch 
hanging on a black ribbon sautoir chain 
and uses a black ribbon bracelet on either 
wrist. Instead of the long sautoir ribbon, 
if it is more becoming, a black velvet neck- 
let may be chosen and then the watch will 
be given a black velvet band and used as 
a bracelet. 

* * * 

For the afternoon, cross-country motor 
tide, there is nothing more suitable than 
pongee, and to be quite fashionable, a suit- 
dress is worn where broad plaits are used 
on either side for both simulated jacket 
and rather full skirt. Jade is the accom- 
panying color. It is seen in tam-’o-shanter, 
and in a scarf, both in hand-knitted silk, 
and it appears in the original as a large 
Plaque on the necklace and in a pair of 
earring drops repeating the necklace plaque 
pattern and giving the whole costume a 
touch of the oriental. 

* * * 

When bridge-whist is in progress on the 
Piazza, or it is the afternoon tea hour, a 
printed voile in geranium tints makes an 
excellent gown. There is one patterned 
after the blossom itself, with flounces and 
flying panels copying the geranium petals 


placed tier above tier to build up the skirt 
and reversed to make the gown bodice. 
The ints of the voile are pale, but they 
are deepened by the underdress, and em- 
phasized by the peau-de-cygne sash, both 
of which are in the deepest tones of the 
geranium. Pearls and diamonds are 
mounted in the jewel with a line of black 
onyx seen on the barpin and again on the 
bangle bracelet. Diamonds alone appear in 
the earrings, pearls make the little neck- 
lace and both are used together in the fin- 
ger-rings. 
* £04 

All white is most satisfactory for wear 
at the Country Club tournament, whether 
tennis or golf be the game. With a sport 
shirt of white satin, an over blouse in 
crepe de chine is used and the hat, parasol, 
shoes and hose are all in shimmering 
white. With such a costume any of the 
deeper toned gems would be altogether too 
startling, so to have the costume at its 
best, the pale tints in gems are chosen and 
pink coral, aquamarine, topazes or smoked 
amber will be set in the accompanying 
jewels. The coral is used in drop earrings, 
a bead chain and a “pinkie” ring. A set of 
jewels using the aquamarine for the single 
gem fills these pale-tinted blue-green gems 
in faceted cuttings to make a dainty neck- 
lace and a pair of bracelets. The topazes 
are used in an oval brooch where the sin- 
gle center topaz is surrounded with small 
pearls and stud earrings are used repeat 
this motif which also appears in a finger- 
ring to match. Smoked amber, like the 
coral, is used for a pair of pendant ear- 
rings and a bead neckchain, but it also ap- 
pears as the hatpin head and to top the 
handle in the parasol. 

* * * 

An array of colors appears alike in the 
Summer-time jewels as in the appropriate 
gown materials and with this year’s favor- 
ite linen, pongee, gingham and printed voile, 
there are certain shades and tints of color 
to be found in the gems set in the new 
Summer-time jewelry. To accompany the 
gowns in linen or crash where greens or 
reds make the bright contrast or tones of 
browns or yellows the artistic blending 
there are jades, green tourmalines and 
emeralds to match precisely the green tints 
seen in the embroideries for these linen 
gowns. Where red appears, there are jas- 
pers, carnelians and coral, while with e 
brown, zircons, amber and variously tinted 
topazes may be used. With the pongee, the 
faceted gems become the best in the jewels. 
Peridots make an excellent contrast for 
the shimmering, natural tinted silk and a 
great favorite where this material is the 
background, is made up of peridots, com- 
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bined with amethysts, topazes, zircons and 
pearls. When a miulti-colored gingham 
makes the frock, the idea is to have in the 
jewel the principal color of the gingham 
plaid repeated to make the costume color 
more definite and the same might be said 
of the voiles varied and vivid colors. 
6-24 

The hours of the Summer evening are 
made enjoyable and considerably shorten- 
ed by the dinner at the club or after the 
motor trip at the smart roadhouse. Black 
makes the favorite gown color then, and 
a choice to meet instant approval is seen 
where gold thread is the only trimming on 
a gown of black silk net, and emeralds are 
mounted in the jewels. The hat, or rather, 
the excuse for a hat, is a floppy brim with 
a minimum of crown. The brim is formed 
of shiny black satin and the crown is bor- 
rowed from the material of the dress and 
repeats gold thread embroidery on _ its 
black net. Square-shaped stud earrings 
hold table-cut emeralds with a single dia- 
mond at each sharp corner. Emeralds cor- 
nered with the diamonds appear again in a 
large brooch pendant and the finger-rings 
show a combination of diamonds and pearls 
with a single emerald set as a huge ob- 
long solitaire and worn alone on one hand. 
But if the dinner party is one held at a 
private house and that house is cozy and 
daintily furnished in wicker and chintz, 
then the gown may be enticingly all red 
and the jewels hold only diamonds, then, 
of course, a hat is not used and the hair 
becomes particularly important. A dia- 
mond tiara may be worn, but if something 
less formal is desired, a simple bandeau, 
in a single line of box-set diamonds with 
one of the new tasselated drops to make 
it different is the chosen coif jewel. 

* * * 


The informal dance is always an attrac- 
tion for the Summer colony. It may be 
held at the yacht club where the cool 
breezes fan the dancers on the porch or the 
Country Club may be thrown open and the 
dance floor extend from end to end of the 
building, out on the porch on through the 
club room and out again on the porch 
through another door. Milady is to choose 
taffeta for at least one of her Summer- 
time dance frocks, and here is one in shell- 
pink, flounced and befrilled, puffed at the 
hips and finished besides with ruchings. 
Across one shoulder there is a spray of 
wonderfully natural apple blossoms, a spray 
of this silk and velvet artificial flower she 
wears in her hair and a cluster is attached 
to a lower flounce on her skirt. A string 
of pearls in graduated sizes makes her 
necklace, pearls are used in three strands 
and for the tassels of the bracelets on her 
upper arm, while peridots, diamonds and 
pink pearls appear in her finger-rings and 
a cluster brooch holds these three gems in 
a grouping that has been made the theme 
for the whole costume. When other tints 
are chosen for dainty dance frocks, Nile 
green, citron yellow, lavender and rob- 
in’s-egg blue make the favored tints, but 
the jewels, as a rule, remain the same at 
least for their principal gems, and dia- 
monds and pearls, platinum mounted, make 
the principal gems with the gown color 
echoed in the paler tints of tourmalines, 
sapphires, opals or topazes. THE RAMBLER. 
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Southern J ewelers Note Trend 
Toward Greater Trade in Silver 
and Jewelry for Family 
Heirlooms 





HAT has always been a source of 

business for the jewelers of the older 

‘ans of the country is now coming to 
Se southern dealers slowly, but they hope 
surely. That is the permanent family 
trade, represented by plate and by watches 
to be passed down from father to son. 
Only in the last few years have architects 
included the silver in the plans of homes, 
and even later than that is a sentiment 
for family watches to be a part of the 
legacies handed down. 

“Of course,” said H. A. Maier, of the 
Maier & Berkele Co., of Atlanta, “we have 
had in large way the old watch of the 
family, but it has been more for the senti- 
ment than a passing of a jewel of real 
yalue. Most of the watches that have 
come down in this way are old ones of 
silver or gold, much of the time not worn 
at all by the one succeeding to it, save 
in his safety deposit box or his trunk at 
home. The newer idea is to put into the 
line a high priced, high grade time piece, 
engraved to make it part of the family, 
and serving for all time a real purpose, 
both sentimentally and practically. In the 
last year our sales of fine watches have ex- 
ceeded anything that I have ever known in 
33 years of business.” 

Another pioneer of the Atlanta trade is 
V. R. Davis, of the Davis & Freeman Co., 
who is watching the trend in this way. He 
has not observed any special cases of archi- 
tects putting the plate into the home plans, 
but knows that there is a sentiment for it 
that will soon bear fruit. For years the 
jewelers have had to depend too much on 
what might be termed a one time, or special 
occasion trade, for silver especially. Of 
course there has been the staple trade, but 
silver has been largely for weddings and 
presents and less for permanent fixture. 
This is shown in the fact that in many of 
the finest homes the service will be with 
several patterns of spoons and forks, rep- 
resenting the gifts of friends and relatives 
from time to time. Now and then, at this 
period, is found a family program of sil- 
ver, worked out gradually, and a unifor- 
mity of table service that is pleasing. One 
man, for instance, gave his wife a set of 
silver plates, to which he is adding every 
few months; another has given silver gob- 
lets, and another is filling up a full quota 
of spoons. Mr. Maier, quoted above; finds 
on his books a great many cases like this, 
Now that his attention has been called to 
it, He considers a line of publicity to en- 
courage the practice, as do others in the 
calling. 

The matter is one that many of the 
southern jewelers are now weighing care- 
fully. They know that to maintain the 
Prestige gained of late in the minds of the 
public they must turn to the most practical 
Sort of service. They know that a home 
with its silver will be much more a perma- 
nent home and a steady customer than one 
With less of these refining stabilities. They 
know that the very fact that a man estab- 
lishes such a line will help to hold it intact. 
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They are as a result, beginning to talk of 
the matter to architects and rich men with 
homes or with home ideas in their minds. 
During the last few years there have been 
built homes in Atlanta, say, that would not 
have been dreamed of some time ago. 
Fifty thousand dollar places are common, 
with many two, three and five times that 
amount. In fact in what is known as the 
Druid Hills section of Atlanta, there are 
veritable palaces of stone and brick—not a 
few, but many. Families are being formed 
with millions to lay the basis of future 
family dynasties and they are open to the 
idea of adding what it takes in jewels to 
fit out for the future. 

Mr. Maier said that at the beginning of 
1919 they felt that if they could hold the 
business record of 1918, they would be 
satisfied. They beat it by 40 per cent, a 
showing of the trade of all the good stores. 
And the increase was not only in amount, 
but in number of sales. He cited the fol- 
lowing to show what some lines had done 
in the way of increasing: A diamond they 
sold in 1911 for $1,668 had risen to $6,250 
in 1920 with a rise since then to show that 
the end is not yet. 








Gold in the Appalachians 





A® early as the 16th century, the Ap- 

palachian Mountains were known to 
contain deposits of gold, according to the 
United States Geological Survey, Depart- 
ment of the Interior. When the Spanish 
explorers came to southeastern North 
America the Indians showed them some 
rich nuggets and ornaments of gold that 
had been mined in the Southern Appala- 
chian region. In the 17th century the 
Spaniards mined for gold in Georgia. Dur- 
ing the 18th century very little gold min- 
ing was done anywhere in the Appalachians, 
although some writers have supposed that 
gold was found in North Carolina before 
the Revolutionary War. 

Just at the close of the 18th century 
placer gold was discovered in Cabarrus 
County, N. C., and considerable prospect- 
ing was done in that region. The output of 
gold from South Carolina in 1829 was re- 
ported to be worth $3,500. From that time 
until the Civil War gold mining was a 
considerable industry in the Southern Ap- 
palachians, and although the rich fields of 
California lured many miners from these 
lower grade eastern deposits, the fever in 
California really stimulated gold mining in 
the east. During the Civil War and for 
several years after it, little gold was mined 
in this region, but in the 70’s, 80’s and 90's 
gold mining there was more active. 

The gold mining industry in the central 
Carolinas is not now flourishing, because 
the supply of free-milling ore is decreasing 
and because the gold cannot be extracted 
from the lower-grade sulphide ore at a 
profit. Gold will probably be mined in the 
Appalachian region, however, for many 
years. 





F. L. Schroeder, E. St. Louis, Ill., was 
recently the victim of thieves, who stole a 
diamond cluster ring worth $100. The theft 
is believed to have been committed by two 
men and a woman who called at the store 
the day the ring was missed. 


Paris Pearl Market Firm 





A LETTER was published June 20 in Le 

Gaulois over the signature of Léonard 
Rosenthal, Conseiller du commerce exte- 
rieur, relative to the pearl market, which is 
of interest. The letter is as follows: 

“You ask me if there is any decrease in 
the market price of pearls. Before answer- 
ing this question let me tell you what I 
think of the high cost of living, which the 
Government, the press and the whole coun- 
try is trying to suppress. 

“Tt seems almost inhuman not to share 
this wish, for there is in France today a 
great number of citizens who suffer greatly 
because this wish is not realized. There are 
those who live on their income, and those 
who have been able to obtain a sufficient 
increase in salary. All the others have 
done away with the problems, by bringing 
their material situation to meet the level 
of the high cost of living. 

“Let us suppose then that we went back 
to the economical situation of before the 
war and that the exchange became normal. 
The total revenue of France was then esti- 
mated at twenty-five billions of francs, with 
which we found difficulty in meeting a 
budget of five billions of francs. How 
then, with this same revenue, could we pay 
today a budget of twenty-two billions of 
francs. Unfortunately we must realize that 
France will not be able to meet tnis budget 
unless her patrimony—lands, houses, minés, 
etc., are estimated at three or four times 
their pre-war value. 

“The market in fine pearls follows the 
high and low movements of the economic 
and political world. The general situation 
is actually very upset and naturally pearls 
sell less readily than they did a few months 
ago. The pearl market is firm today in 
Paris and its value is quoted in francs. 
Should the exchange go higher or lower, 
this value will maintain itself for a long 
time to come. During this crisis of anxiety 
and lack of confidence which we are going 
through, we will have ample time to cool 
down and the general situation become calm 
again. 

“On the other hand, the output of the 
pearl fisheries of the world is not more than 
one hundred million pearls a year. Since 
the beginning of the general upward move- 
ment in the price of pearls, that is to say, 
twenty-five years ago, few countries have 
been flourishing enough to buy them. Let 
two-thirds of the countries of the world be- 
come buyers of pearls, and the value of 
these jewels will double or triple. 

“Owners of pearls should have confidence. 
They are possessors of a value which, de- 
spite the momentary fluctuations, cannot but 
increase. Every time the pearl dealers raise 
the price of their merchandise, they render 
a double service; they improve the precari- 
ous position of the fisherman and increase 
the value of the pearls already in the hands 
of private owners. 

“LEONARD ROSENTHAL, 
“Conseiller du commerce exterieur.” 








J. R. Anderson has purchased a store 
building at 229 Main St., New Martinsville, 
W. Va., and has just moved into it. The 
location is one of the best which that town 
affords. 
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Reports from the European Diamond Markets 





Conditions in the Diamond Centers of London, Paris and Amsterdam 
Reviewed by Correspondents of The Jewelers’ Circular 
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Lonvon, July 19.—There has been a slight 
improvement in this market during the last 
few days, which is rather uncommon, con- 
sidering that this month and the month of 
August are usually the quietest months of 
the year. In some quarters inquiries are 
coming for certain classes of diamonds, but, 
as has been the case for some time past, not 
much stock has been available. One of the 
many things which will undoubtedly sur- 
prise those who are coming to this market 
will be the firmness of prices, especially in 
high grade diamonds. Prices have held 
steadily here and there is every reason to 
state that for the finer qualities there may 
be noted an increase in price. Everyone 
connected with the wholesale business knows 
that good quality gems are scarce and firm 
in price, while at the London Diamond Syn- 
dicate there is no indication of a slump in 
prices, but rather the reverse. 

A report reached this market recently that 
the rough material in certain sizes had 
slightly increased in price again. Travelers 
in the Provincial center of the trade report 
prices slightly better, due to the approaching 
holiday season and to which jewelers in this 
section are already looking forward. 

During the course of the month an inter- 
national conference of diamond workers will 
be held in London where many matters of 
interest to our industry will be discussed. 
The American Diamond Workers’ Union 
will be represented by A. Meyer, who ar- 
rived in this city during the past week. 








AMSTERDAM, July 18.—Although the gen- 
eral conditions in this market are about the 
same as during the past month, as reported 
in our last letter, it may be said that there 
is a better tendency in trade prevailing 
among all dealers, which is stimulated by 
encouraging reports coming from markets 
abroad. Last month it was said that in 
view of the fact that the trade is now pass- 
ing through the mid-Summer season, which 
is usually regarded as a quiet season, large 
manufacturers were not inclined to resume 
cutting on an average scale, but were wait- 
ing the trend of conditions. Nevertheless in 
most of the big cutting establishments the 
work is being carried on, the general opinion 
among the manufacturers being that a good 
Autumn trade will be enjoyed, as financial 
arrangements coming out of the conference 
to be held soon at Brussells will certainly 
tend to have a beneficial effect on the world 
commerce and will give better stability to 
those concerned where big amounts are in- 
volved. 

The demand for melee in good quality is 
increasing now, and it is noted that the bet- 
ter qualities of melee are quoted higher than 
a few months ago. The market for rough 
diamonds remains active and it is remark- 
able to see the eagerness with which the 
importers apply for rights at the London 
syndicate, 

There is no indication that the firmness of 
the market will be shaken in any way, but 


rather that it be maintained, as done in the 
past. 





Paris, July 17—Our reports from this 
market indicate that a brisk business is be- 
ing done among jewelers in the Province, 
for at present they are being visited by 
many tourists who are anxious to inspect 
these regions after the world war. This 
unquestionably will have a beneficial effect 
and is reflected by the business being done 
by various wholesale firms. It must not be 
overlooked in this connection that the em- 
bargo on precious stones has tended to 
stiffen the prices on stock held at present 
by jewelers and dealers, which in itself is a 
great factor in encouraging the optimistic 
spirit regarding trade conditions and in- 
creasing the tendency to buy. 

Export trade in diamonds, usually com- 
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Testimonial Watch Presented to 
Almon E. Garnsey 





At the banquet of the Maine Retail Jewel- 

ers’ Association convention, held at the 
Congress Square Hotel, Portland, Me., on 
June 1 and 2, a very interesting event took 
place when the retiring president of the 
association, Almon E. Garnsey, of Sanford, 
Me., was presented with a 14K gold watch 
as a token of esteem and appreciation of 
his efforts on behalf of the State organi- 
zation. 

The watch was a Waltham Colonial A 
14K green gold, as per illustration below, 
and besides bearing a richly engraved mono- 
gram, the following inscription appeared on 
the inside of the back cover, viz.: 


“Presented to Almon E. Garnsey as a 
token of love and esteem, by his many 
friends in the jewelry trade in grateful 
appreciation of his efforts on behalf of 
the Maine Retail Jewelers’ Association, 

“Portland, Maine, June 2, 1°20.” 


This gift represents an extremely well de- 





TESTIMONIAL WATCH PRESENTED TO A. E. GARNSEY. 


prising the bulk of the wholesale business, 
is reported quiet owing to the fluctuations 
of the market value of money. The India 
market, for instance, until recently a fair 
customer in diamonds in the European mar- 
kets, has already begun to show a decline in 
buying. The pearl market is very firm. 
Good quality pearls find customers quickly 
and high prices are paid, as is the case in 
every market. Now and then a number of 
valuable necklaces have been offered at auc- 
tions and have been sold at high prices. 

As regards colored stones, fine emeralds 
are in demand and are very scarce, and it is 
evident that customers have to pay a very 
high price to be able to secure them. 

Another gem which has lately come in 
fashion here is the onyx, which leading 
jewelers in this market say will be most 
fashionable in this market during the Au- 
tumn season. Many attractive designs set 
with the onyx and surrounded with small 
diamonds are to be had, and the latest 
fashion, according to Le Moniteur de la 
Bigoutene, is the barette, which is made in 
the form of a long diamond arrow and used 
by the ladies to fasten their coats or in their 
hats, and also for a corsage ornament. 
French jewelers who are always foremost 
in creating charming patterns have produced 
some wonderful examples with these stones 
and have added to their effect by forming 
them in many animal shapes. 


NL Sd ANNA 


served tribute to Mr. Garnsey, who through 
his untiring efforts on behalf of the asso- 
ciation brought it up from an almost un- 
known quantity to perhaps one of the most 
active and aggressive organizations in the 
country, with a membership covering more 
than half of the jewelers who live in the 
State. 

It is perhaps not going too far to say that 
the convention held June 1 and 2 at Port- 
land was one of the best retail jewelers’ 
association meetings that had ever been con- 
vened in the New England States. 








Death of William F. Swift 


NortH ATTLEeBoRO, Mass., July 31.—Wil- 

liam F, Swift, a well-known engraver, died 
last Friday evening at his home on Col- 
burn St. He had been ill for over a year, 
but it was thought that he was improving 
until Tuesday, when he was stricken and 
did not recover. 
‘ For many years he was in charge of the 
engraving department of the Paye & Baker 
Mfg. Co., and about 10 years ago he estab- 
lished himself in business in the Chronicle 
building. He was forced to retire last 
year because of ill-health, He was a 
prominent member of the North. Attleboro 
Lodge of Elks. 

The funeral was held Monday afternoon 
from his late residence. 

















THE JEWELERS’ CIRCULAR 


T i] “ul | We Wii HTT TTT HH} | 
ge RARER RPE 
i In im 





Our Mr. J. J. Loeb sailed from Europe 
on the S.S. lmperator. 


We have Melee at the right price. 
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JAMES J. LOEB & BROTHER 


IMPORTERS and CUTTERS of MELEE 
68 NASSAU ST., N. Y. 


Antwerp, 1 Rue van Lerius London, E. C., Holborn Viaduct 
Amsterdam, 2 Tulp Straat Paris, 11 Rue de Chateaudun 
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Automobile Bandits Rob Toronto, Can., 


Jewelry Store and Escape 
Toronto, Can., July 28.—Early on Sun- 
day morning the jewelry store of Herbert 
T. Morris, 675 Lansdowne Ave., was 
broken into by burglars who obtained 
watches and rings to the value of about 


ye robbers broke the window with a 
heavy stone wrapped in cloth, and entered 
through the opening, clearing out the stock 
displayed in the window. As a rule these 
goods were put away in the safe every 
evening, but on this occasion were left in 
the window over night. 

B. Fairthorne, a butcher, who happened 
to be passing in an automobile, heard the 
crash of the breaking glass, halted his car 
and saw three men emerge from the store 
with their plunder and run for an automo- 
bile about 100 yards distant, which they 
immediately started. He immediately gave 
chase and followed the robbers for a long 
distance, but finally lost track of them. 

The car used by the burglars answers 
the description of one reported to the 
police as having been stolen Saturday 
afternoon. The robbers were apparently 
young men. 


WATCH FOR THESE GEMS 











Jewelers Warned to Look Out for Part of 
Gem Collection Stolen at Wilmington, 
Del. 

Witminton, Del., July 28—Jewelers 
throughout the country are asked to be on 
the watch should anyone offer them a num- 
ber of specimen gem stones that were re- 
cently stolen from the home of a prominent 
citizen. The value of the stones themselyes 
is not very much, but the loss is regrettable 
because they were part of a collection of 
specimens used for comparison because of 

their deviations in color or otherwise. 

These specimens, which were taken from 
a metallurgical collection, had been pur- 
chased from Tiffany & Co., New York, and 
are described as follows: 


Yellow sapphire, oval, 10.63 karats, value about 
$75. Number scratched on bottom, 9276. 

Green sapphire, round, 4.35 karats, value $25. 
Number scratched thereon, 7514. 

Pink <suby, oval, 4.93 karats, value $250. 
Number scratched thereon, 9282. 

Pink sapphire, oval, 10.35 karats, value $125. 
Number scratched thereon, 9224. 

Blue and red sapphire, oblong, 4.78 karats, 
value $150. Number scratched thereon, 826. 

Blue and yellow sapphire, 19.54 karats, value 
$275. Number scratched thereon, 5807. 

White sapphire, marquise, 7.43 karats, 
$25. Number scratched thereon, 7822. . 

Opalescent sapphire, oblong, 9.37 karats, value 
$50. Number scratched thereon, 5766. 

Blue sapphire, oval, 9.21 karats, 
Number scratched thereon, 5250. 


That attempts to dispose of them among 
jewelers have already been made is known 
from the fact that one jewelry house was 
shown them and asked as to the cost for 
setting same, but the work was refused. It 
is believed that they will be offered either 
for sale or to have them set in jewelry to 
make them more easily disposed of. 

Any jeweler to whom the same are of- 
fered or who has any knowledge of the 
articles being offered in his vicinity is re- 

quested to send the full information either 


value 


value $75. 


THE JEWELERS’ 


to THE JEWELERS’ CIRCULAR or direct to 
Major Richard Sylvester, General Superin- 
tendent of Protection of DuPont Industries, 
Wilmington, Del. 








VACATION COSTS $2,200 


Chicago Jeweler Who Left His Store in 
Charge of New Clerk Finds Stock 
Missing on His Return 
Cuicaco, July 28—That extreme care 
should be exercised by jewelers going away 
on vacations, and leaving their stores in 
charge of others, is demonstrated by the ex- 





perience which befell M. Stepner, jeweler at_ 


321 W. Madison St. Mr. Stepner is mourn- 
ing a cold, uninsured loss of $2,200, and his 
faith in mankind in general has received a 
solar plexus wallop. 

Some time ago Mr. Stepner employed a 
floor salesman, 23 years old, who had previ- 
ously been employed by a jewelry firm 
across the street. The man came in and 
asked for a job. He said that he wanted 
to get into a store which carried a larger 
stock, in order that he might make more 
money. Mr. Stepner consulted the man’s 
employer, and was told that the applicant 
for the job was honest and efficient. Mr. 
Stepner accordingly gave him work. One 
week passed, and Mr. Stepner felt that he 
could leave the business in charge of his 
new assistant and an 18-year-old clerk 
while he went on a vacation. 

“Before leaving I took invoice of all my 
stock in the presence of this man,” Mr. Step- 
ner told the representative of THE JEWELERS’ 
CircuLar. “I showed him everything in the 
stock, and everything in the safe, making a 
record at the same time. I then gave him 
the combination of the safe, and the keys 
to the store, and went out to enjoy myself 
for a couple of weeks. 

“T returned on July 15, and immediately 
saw that something was wrong. When I 
asked him what was the matter he said that 
watches, diamonds and other merchandise 
had vanished from the store. He charged 
that the boy had been taking them. I called 
the boy and had the two confront each other. 
The lie was passed, so I went to the police 
and told my story. They questioned both 
the man and the boy. The questioning made 
it appear that the boy was innocent. 

Stephen Love, whom Mr. Stepner retained 
as his attorney, proceeded at once to learn 
something of the past of the clerk. He 
learned that he had been employed by two 
firms of Indianapolis. These firms were 
written. One answered that $2,000 worth 
of jewelry had vanished while the man was 
in their employ, and the other wrote that 
this man “Davis” made satisfactory settle- 
ment befcre leaving our employ.” These 
facts, presented in the South Clark St. 
Police Station by Mr. Love, resulted in the 
clerk being held to the grand jury under 
bonds of $6,000. He furnished the bonds, 
showing a defiant attitude and a determina- 
tion to fight the case against him hard, ac- 
cording to Mr. Love. 

Mr. Stepner does a good business and 
stands well in the trade, but his location is 
a bad one, from the standpoint of holdup 
and burglary risk. Heé has been held up or 
robbed three times within the past few 
years, 
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GEORGIA JEWELERS MEET 


Members of State Association Elect New 
Officers at Annual Convention in 


Atlanta 


ATLANTA, Ga., July 28—The recent con- 
vention of the Georgia Retail Jewelers’ As- 
sociation, which was held in this city on 
July 12-13, was successful from every stand- 
point and much enthusiasm in the work of 
the association was shown. New officers 
were elected for the ensuing year, as fol- 
lows: President, T. H. Latham, Atlanta; 
first vice-president, William O. White, Au- 
gusta; second vice-president, M. A. Brant- 
ley Quitman; secretary, F. H. Schomburg, 
Columbus; treasurer, H. S. Banta, Newman. 
The new president was chosen as a delegate 
to the national convention, together with 
the retiring president, Louis H. Jerger. 

The convention was called to order on 
Monday, following the registration of dele- 
gates and a meeting of the board of di- 
rectors. The convention convened on the 
ninth floor of the Piedmont Hotel. Then 
came the address of President Louis H. 
Jerger, in which he welcomed the visitors 
to the convention and outlined briefly the 
work done during the year. Reports of the 
secretary and treasurer and the various 
committees were read. Following the ap- 
pointment of a nominating committee the 
meeting adjourned at 1 o’clock, when a 
luncheon, tendered by the Atlanta members, 
was served at the hotel. 

In the afternoon a number of problems 
of trade interest were discussed and the 
reports of the nomination and resolutions 
committees submitted and accepted. 

“Summing Up the Important Problems 
of the Times” was one of the talks. This 
subject was analyzed by Joseph Mazer, of 
New York. Another instructive lecture was 
the “Value of Organization,” by A. W. An- 
derson, secretary of the American National 
Retail Jewelers’ Association. 

After the adjournment of the afternoon 
session an automobile ride through the resi- 
dential section of the city, ending at the 
East Lake Club, was enjoyed, and the ban- 
quet in the evening held there. During the 
dinner souvenirs were distributed and a 
number of modern dances were given. An 
address by Arthur A. Everts, Dallas, Tex., 
the president of the American National Re- 
tail Jewelers’ Association, on “The Prob- 
lems of the Times and How to Soive 
Them,” and a talk by Samuel L. Olive, pres- 
ident of the Georgia State Senate, were the 
features of the banquet. 

The officers of the association announce 
a large increase in membership. The key- 
note of the convention was service and ef- 
ficiency. Among the problems discussed 
was the luxury tax. 

Among the Georgia jewelers who were in 
attendance at the convention were H. W. 
Anderson, H. A. Maier, T. H. Latham, E. 
V. Haynes, Harry Muench, A. M. Holdman, 
Hall Ewing, A. Morgan, A. M. Balding, 
Julius R. Watts, Lewis Miller and others, 
of Atlanta; W. O. White, of Augusta; 
George E. Daniel, of Marietta; Louis H. 
Jerger, of Thomasville; C. W. Brandt, vice- 
president, of Athens; H. M. Shomburg, 
secretary of Columbus; H. S. Banta, treas- 
urer, of Newnan; C. H. Kittrell, of Dublin, 
and others. 
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NOTICE OF REMOVAL 


FREDERICK W. RAUCH 


IMPORTER OF 


Pearls, Diamonds and Prerious Stones 


ANNOUNCES THE REMOVAL OF HIS 
OFFICE TO THE EIGHTH FLOOR OF THE 


FIFTH AVENUE GUARANTY BUILDING 


522 FIFTH AVENUE 


CORNER OF 44TH STREET 


TELEPHONE VANDERBILT-9360 


NEW YORK 
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Import. and Export Statistics for June 





Summary of the Statistics of Clocks, Watches, Jewelry, Gems and Kindred 
Lines Compiled by the Department of Commerce. 














WasuincTon, D. C., July 30.—During 
June $450,775 worth of clocks and parts 
were exported from the United States, as 
compared with $408,559 worth in June, 1919, 
according to the latest compilations of the 
Bureau of Foreign and Domestic Com- 
merce, Department of Commerce. During 
the 12 months ended June 30, 1920, these ex- 
ports amounted in value to $4,733,005, while 
during the corresponding period of 1919 the 
yalue was $2,789,539. 

There was a decided drop in the exports 
of watches and parts during June last, the 
value being $190,042, as compared with a 
value of $312,694 in Juné a year ago. Dur- 
ing the 12 months’ period these exports in- 
creased in value from $2,062.156 in 1919 to 
$2,155,969 in 1920. 

Exports of manufactures of gold and 
silver during June last were valued at 
$148,380, as against $119,819 in June a year 
ago. During the 12 months’ period these 
exports increased in value from $669,204 in 
1919 to $1,133,748 in 1920. 

Gold and silver jewelry to the value of 
$92,061 was exported during June last, 
while in June a year ago the value was 
$47,854. These exports reached a total 
valuation of $1,541,109 during the fiscal 
year 1920, as against a value of $618,677 
during the same period of 1919. 

During June last $274,884 worth of silver 
plated ware was exported, as compared 
with $218,420 worth in June a year ago. 
During the 12 months’ period these exports 
increased in value from $2,024,058, in 1919, 
to $2,948,060, in 1920. 

Thirteen troy ounces of unmanufactured 
platinum, valued at $1,150, were exported 
in June last, as against 18 troy ounces, val- 
ued at $2,225, exported in June, 1919. Dur- 
ing the 12 months’ period these exports 
increased from 91 troy ounces, valued at 
$10,074, in 1919, to 1,640 troy ounces, valued 
at $223,332, in 1920. 

Manufactures of platinum to the value of 
$11,427 exported in June last, as against 
$1,527 worth exported in June a year ago, 
while during the 12 months’ period the ex- 
ports increased from $30,363, in 1919, to 
$85,364, in 1920. 

The dutiable imports of clocks and parts 
during June last were valued at $57,052, 
as against a value of $20,465, in June a 
year ago. During the 12 months’ period 
these imports rose in value from $91,463, 
in 1919, to $224,765, in 1920. 

The dutiable imports of complete watches 
numbered 195,424, valued at $558,901, in 
June last, while in June a year ago the 
number was 49,631, valued at $156,547. 
During the 12 months’ period these im- 
ports increased from 1,219,634, valued at 
$3,337,650, in 1919, to 1,786,268, valued at 
$4 350,455, in 1920. 

There were 242,727 dutiable movements, 
valued at $918,507, imported during June 


last. as compared with 209,206, valued at- 


$545,417, in June a year ago, while during 
the 12 months’ period the number increased 
from 1,759,749, valued at $4,828,350, in 


1919, to 2,482,889, valued, at $8,135,674, in 
1920. 

Dutiable ‘imports of cases and parts of 
watches, except dials, increased from $250,- 
618, in June, 1919, to $414,238, in June last, 
and from $2,340,413, to $2,994,657 during 
the 12 months’ period. 

Dutiable imports of gold and silver tin- 
sel wire, etc., and manufactures thereof, 
during June last, were valued at $375,285, 
as against a value of $220,913, in June a 
year ago, while during the 12 months’ 
period the imports increased from $965,- 
432, in 1919, to $3,329,864, in 1920. 

The dutiable imports of gold and silver 
jewelry during June last were valued at 
$142,892, while during June a year ago the 
value was $52,849. During the 12 months’ 
period these imports increased from $278,- 
415, in 1919, to $1,005,214, in 1920. The 
dutiable imports of all other manufactures 
of gold and silver increased from $23,257, 
in June, 1919, to $69,209, in June, 1920, and 
from $126,154 to $409,454 during the 12 
months’ period. 

The free imports of unmanufactured 
platinum during j‘une last amounted to 2,914 
troy ounces, valued at $309,563, as against 
3,955 tray ounces, valued at $396,835, im- 
ported in June a year ago. During the 12 
months’ period these imports increased 
from 35,735 troy ounces, valued at $3,169,- 
760, in 1919, to 46,638 troy ounces, valued 
at $5,144,763, in 1920. 

The free imports of manufactures of 
platinum, including ingots, bars, plates, etc., 
amounted to 394 troy ounces, valued at 
$42,452, in June last, while in June a year 
ago the imports amounted to 1,238 troy 
ounces, valued at $108,516. During the 12 
months’ period, however, these imports in- 
creased from 9,671 troy ounces, valued at 
$869,653, in 1919, to 14,946 troy ounces, 
valued at $1,781,653, in 1920. 

The free imports of glaziers’ and en- 
gravers’ diamonds, unset, during June last 
amounted to 8,869 carats, valued at $179,- 
529, as against 1,721 carats, valued at 
$66,021, imported during June, 1919. Dur- 
ing the 12 months’ period these imports in- 
creased from 18,793 carats, valued at $632,- 
129, in 1919, to 42,161 carats, valued at 
$1,270,040, in 1920. 

The dutiable imports of uncut diamonds 
during June last amounted to 12,988 carats, 
valued at $1,194,646, as against 19,301 carats, 
valued at $977,563, imported in June, 1919. 
These imports during the 12 months’ period 
amounted to 259,330 carats, valued at $15,- 
594,795, in 1919, and 203,004 carats, valued 
at $18,013,403, in 1920. 

Dutiable imports of diamonds, cut, but 
not set, during June last amounted to 12,- 
796 carats, valued at $1,716,980, as against 
62,767 carats, valued at $7,572,430, imported 
in June, 1919. During the 12 months’ period 
these imports increased from 302,860 carats, 
valued at $29,140,182, in 1919, to 459,603 
carats, valued at $69,698,872, in 1920. 

Diamonds were imported from the fol- 
lowing countries during June last: France, 
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1,124 carats, valued at $157,822; Nether- 
lands, 7,570 carats, valued at $1,032,844; 
United Kingdom, 1,054 carats, valued at 
$148,782; other countries, 3.048 carats, val- 
ued at $377,532. 

During the 12 months ending June 30, 
1920, diamonds were imported from the 
following countries: France, 18,379 carats, 
valued at $3,320,591; Netherlands, 361,363 
carats, valued at $55,515,585; United King- 
dom, 36,159 carats, valued at $4,629,881; 
other countries, 43,702 carats, valued at 
$6,232,815. 

The dutiable imports of pearls and parts 
of, not strung nor set, were valued at $463,- 
143 in June last, while in June a year ago 
the value was $534,883. During the 12 
months’ period these imports increased 
from $2,856,669, in 1919, to $13,063,742, in 
1920. 

During June last pearls were imported 
from the following countries: France, 
$329,044; United Kingdom, $128,271; other 
countries, $5,828. 

The imports of pearls during the 12 
months’ period of 1920, were received from 
the following countries: France, $7,193,- 
133; United Kingdom, $5,573,522; British 
India, $50,196; other countries, $246,891. 

Dutiable imports of other precious stones, 
uncut, and bort, increased from $213,268, in 
June, 1919, to $306,518, in June last, and 
from $892,375 to $3,858,803, during the 12 
months’ period. Dutiable imports of other 
precious and semiprecious stones, cut, but 
not set, also increased from $442,584 to 
$580,896, and from $2,119,739 to $6,069,226 
during the periods under consideration. 

Dutiable imports of imitation precious 
stones during June last were valued at 
$351,060, as against $142,077 in June a 
year ago, while during the 12 months’ 
period they increased in value from $},- 


131,168 in 1919, to $2,045,386 in 1920. 





A Veteran Watchmaker and an Old En- 
graver Passes Away in Philadelphia 


PHILADELPHIA, Pa., Aug. 1—In the week 
just passed two faces associated for from 
a quarter to a half century with the history 
of Sansom St. have gone forever from 
their old haunts. 

They are M. E. Harmstead, a watch- 
maker, who died on July 23, and John R. 
Murphy, an engraver who died on July 29. 

Mr. Harmstead had been in business for 
more than 25 years, most of which time was 
spent on the third floor of the Bechtel 
building at 729 Sansom St. He suffered a 
stroke about two weeks ago and never 
recovered. He was buried July 27. He is 
survived by a daughter. 

Mr. Murphy had been known to the trade 
in Philadelphia for 50 years. Of recent 
years he had a desk on the second floor of 
710 Sansom St. He was 85 years old, death 
occurring at his home, 1215 N. 56th St, 
because of advanced age. 








C. W. Mills has started by automobile 
with his family for Blackwell, Okla. On 
May 1 he sold his store in Tonkawa, Okla., 
to H. W. Mattox and then went to the 
Ozark Mts, to live. There he engaged in 
business and did well with the repairing 
end, but the sales were light and he finally 
decided to go to Mountain Grove, Moa., 
where he is now located. 
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You will often find .Orienta 
Pearls alluded to in newspaper 
accounts of social functions, but 
the reporters invariably make 
the mistake of calling them 
Orientals. 


It’s a natural mistake, because 
only a gem expert can tell them 
apart. They look alike and 
wear alike. The only place 
where the difference shows is 


on the bill. 


You can afford to buy Orienta 
Pearls, the most lustrous and 
beautiful indestructible pearl 
made. You cannot afford to be 
without them. 


Compare them with any other. 


(Dealer’s Name and 
Address) 





65 Nassau Street 











National advertising, plus the unusual 
quality of the goods, is selling Orienta 
Pearls in tremendous numbers. Local 
advertising will enable you to get 
your share of this business. 


For this purpose we have prepared a 
series of electros of newspaper adver- 
tisements, designed and written by 
trained advertising men, which you 
may have for the asking. Send for 
broadside showing proofs of the series 
(No. 12 of which is shown at the left), 


and let us know which ones you want. 


Strings of Orienta Pearls may be had 
in all lengths and sizes with 18k. gold 
or platinum clasps, with or without 
diamonds. They retail from $12 to 
$250 the string. 


Catalog sent on request. 


Look for the Thistle Trade Mark. 


It is a guarantee of goodness. 


New York City 
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Benefit Fund for School of Design 





Manufacturing Jewelers of Providence and the Attleboros Subscribe $15,000 
to Equip Rhode Island School of Design 
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pence, R. L., July 31—The manu- 
Pare jewelers of this city and the At- 
tleboros have raised the entire fund for 
the benefit of the Rhode Island School of 
Design that they began some time ago, ac- 
cording to the statement issued by Harold 
W. Ostby, president of the Ostby & Barton 
Co. who was chairman of the committee 
that was appointed by the New England 
Manufacturing Jewelers and Silversmiths’ 
Association to raise the desired amount of 


Pen the Rhode Island School of De- 
sign about a year ago announced its inten- 
tion of erecting a large addition to its 
buildings to be used for the housing of the 
jewelry and silversmithing department of 
the institution the New England Jewelers’ 
and Silversmith Association decided to 
raise a fund of $15,000 with which to equip 
the new building with the necessary ma- 
chinery and appointments of an up-to-date 
modern jewelry factory. 

A committee was appointed by Mr. 
Ostby, who was named as chairman, con- 
sisting of Frederick A. Ballou, of B. A. 
Ballou & Co., Inc.; George H. Cahoone, 
treasurer of George H. Cahoone Co. ; Harry 
Cutler, of the Cutler Jewelry Co.; Theo- 
dore W. Foster, president and treasurer of 
the Theodore W. Foster & Bro. Co.; Sam- 
vel Heller, of J. W. Heller Co., Inc.; 
George H. Holmes, treasurer of George H. 
Holmes Co.; Louis Lyons, president of 
Lyons Mfg. Co.; Laurence C. Martin, vice- 
president of Martin-Copeland Co.; Theo- 
dore B. Pierce, secretary and treasurer the 
Kenney Co.; Alfred K. Potter, vice-presi- 
dent of the Gorham Mfg. Co.; Everett I. 
Rogers, treasurer of Parks Bros. & Rogers; 
Charles A. Russell, treasurer and manager 
of Irons & Russell Co.; Egbert B. Shepard, 
secretary of Albert Lorsch & Co.; Albert 
E. Stevens, secretary and treasurer of the 
United Wire & Supply Co.; Joseph 
Straker, Harold E. Sweet, Charles A. 
Whiting and Henry Wolcott, president and 
treasurer of the Wolcott Mfg. Co. 

The response from the members of the 
industry in Providence and the Attleboros 
to the appeal of the committee has been 
generous and prompt, thereby insuring a 
strictly up-to-date equipment for the new 
school building and the release of the 
underwriters from all liability. The money 
raised wil be used in purchasing the neces- 
sary machinery and appurtenances which, 
with gifts of manufacturers, will equip the 
school. 

The New England jewelry and _ silver- 
ware industry will in the near future have 
located in this city on N. Main St. as a 
part of the Rhode Island School of Design, 
as modern and complete a training school 
as can be found anywhere in the world. 
The building now in course of erection is 
five stories in height of the latest approved 
type of factory architecture with large win- 
dows, and will cost, exclusive of equip- 
ment, approximately $200,000. It will af- 
ford more than 20,000 square feet of floor 


space, which will be devoted to the training 
of students into skilled workers for the 
industry. It is planned to make the school 
a model in every respect of what a manu- 
facturing jewelry establishment should be, 
and to that end the school authorities are 
looking to the most experienced and pro- 
gressive members of the industry for sug- 
gestions and advice. 

As originally planned the new building 
would have been ready for occupancy when 
the regular Fall term of the School of 
Design begins in September. Because of 
strikes, material delays and other draw- 
backs that have occurred, however, the 
building will not be ready for use until 
later in the Fall. When completed and 
all the equipment installed, all the members 
of the industry are to be invited to inspect 
the school. 

In a recent circular sent out to the in- 
dustry of New England from the office of 
the New England Manufacturing Jewelers 
and Silversmith’ Association attention was 
called to the new school and that manufac- 
turers should realize what a valuable asset 
such a school is to the industry and urging 
the manufacturers to avail themselves of 
the growing advantages that it will afford. 
The opportunities here presented were 
forcibly emphasized by the excellent ex- 
hibition of work of students of the depart- 
ment that was made in connection with the 
graduation exercises at the close of school 
year about a month ago. 

Heretofore instructions have been con- 
fined to the more artistic phases of the 
craft, such as desigring, hub and die cut- 
ting, engraving, chasing and gem cutting. 
But when the new building is in operation 
instruction will also be given in the more 
strictly mechanical processes, including 
press work, stamping, assembling, polish- 
ing, stone setting, coloring, etc. The pres- 
ent teaching staff of 11 will be increased 
as rapidly as the increase in the numbers 
of students necessitates. Already the school 
has what is pronounced by art and indus- 
trial critics to be one of the best jewelry 
and silverware libraries in the country 
augmented by thousands of mounted photo- 
graphs. 

In thanking those who have contributed 
to the equipment fund the committee says: 
“The largest results to the industry can be 
obtained only as a result of the active and 
continued co-operation of the jewelry and 
silverware manufacturers of Rhode Island 
and Massachusetts in encouraging young 
men in their employ to avail themselves of 
the opportunities for efficient training that 
the school will offer. The building, the 
equipment and the teachers are assured. 
An adequate student body should be se- 
cured.” 

The list of contributors to the fund for 
the purchase of machinery and equipment 
to the new jewelry department building is 
as follows: : 

A. & Z. Chain Co., L. J. Anshen Co., 
George M. Baker, B. A. Ballou & Co., Inc., 
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the Bassett Jewelry Co., V. E. Black Co., 
Barker & Barker, Brier Mfg. Co., J. Briggs 
& Sons Co., Brown & Dean, George H. 
Cahoone Co., S. B. Champlin Co., Chapin 
& Hollister Co., Clark & Coombs Co., Cohn 
& Rosenberger, Inc. C. H. Cooke Co. 
George C. Darling Co., Charles A. Dunn, 
Dunn ‘& Buckley, j. C. Doran & Sons, Elec- 
tric Chain Co., Fischer & Pruefer, Ford- 
Perry Co., Theodore W. Foster & Bro. Co., 
Fray Jewelry Co., Freeman Daughaday 
Co., Fulford Mfg. Co., George H. Fuller & 
Son Co., General Chain Co., Gorham Mfg. 
Co. A. A, Greene & Co., William C. 
Greene Co., Hamilton & Hamilton, Jr., 
Charles E, Hancock Co., L. Heller & Sons, 
Henius & Co., George H. Holmes Co., W. 
S. Hough, Jr., Co., Hutchison & Huestis, 
Inc. 

Irons & Russell Co., The Kinney Co., L. 
Krichbaum & Co., S. & B, Lederer, T. W. 
Lind Co., Albert Lorsch & Co., Lyons Mfg. 
Co., D. E. Makepeace Co., Martin-Copeland 
Co., John T. Monran Co., McRae & Keeler, 
H. Nordlinger’s Sons, Ostby & Barton Co., 
Palmer & Capron, Parks Bros. & Rogers, 
Payton & Kelley Co., j. H. Peckham & 
Sons, Potter & Buffington Co., Powers & 
Mayer, Inc., the Robbins Co., F. H. Sadler 
Co., Silverman Bros., R. F. Simmons Co., 
J. Solinger & Co. E. L. Spencer Co., C. 
Sydney Smith Co., j. J. Sommer & Co., 
Louis Stern & Co., Sulzberger Bros., Wach- 
enheimer Bros., Waite-Thresher Co., A. T. 
Wall Co., D. M. Watkins Co., the Watson 
Co., J. J. White Mfg. Co., Whiting & Davis 
Co., Wightman & Hough Co., Williams & 
Anderson Co., Wildprett & Saacke and 
Wolcott Mfg. Co. 








Receiver Appointed for William Hoffman, 
New York, in Bankruptcy Proceedings 
Brought by Creditors 


An involuntary petition in bankruptcy 
was filed in the United . States District 
Court, New York, last Thursday against 
William Hoffman, dealer in diamonds, 6 
Maiden Lane, Manhattan. The petitioning 
creditors are Alexander Goldwasser, who 
holds a claim for $308, Rothblum & Mire 
for $750, and Paul Krakowsky for $439. 

The petition makes the usual allegations 
charging the alleged bankrupt with making 
preferential payments and also transfer- 
ring certain merchandise, etc., valued at 
$4,000 with intent to hinder, delay and de- 
fraud creditors. The petition also alleges 
that the jeweler transferred, concealed or 
moved a large part of his property valued 
at about $4,000 to one of his creditors with- 
out consideration. 

On the same day the petition was filed 
Judge john C. Knox signed an order ap- 
pointing Louis Jersawit as receiver under 
a bond of $1,000. According to this order, 
the alleged bankrupt has liabilities amount- 
ing to about $40,000, while the assets are 
not listed. 

In speaking to a JEWELERS’ CIRCULAR re- 
porter, Receiver Jersawit stated that Mr. 
Hoffman’s liabilities approximate about 
$50,000 and charges that the assets have 
been transferred to one of the creditors. 
The only thing the alleged bankrupt has to 
show for his merchandise is a number of 
long time notes, according to a statement 
of the receiver. 
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Fine Platinum Mountings 


Present-day fashion in jewelry demands beauty and excellence in a ring- 
mounting to a degree, no less than in the jewel itself. Which means— 


Platinum Set with Small Diamonds. 


- Wheeler platinum mountings, truly representative of Wheeler 
products, bear that stamp of dependable quality and pride of work- 
manship for which Wheeler is noted. 


There is assured satisfaction to the dealer who buys and sells a line 
that combines more character—more individuality—more desirability 


—yet without more cost. 


Hayden W. Wheeler & Co., Inc. 
2 Maiden Lane New York 
Factory: 72 Spring Street 
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DEATH OF CHAS. F. BRINCK 





Founder of Jewelers’ 24 Karat Club and 
Prominent Watch Case Salesman Passes 
Away at Dingman’s Ferry, Pa. 

Distinct, sorrow was manifest throughout 
the jewelry district of New York, Monday, 
when it became known that Charles F, 
Brinck, for many years prominent as a 
watchcase salesman, one of the founders of 
the Jewelers’ 24-Karat Club, and one of the 
most popular men in the jewelry trade of 
the metropolis, had passed away Friday 
night at his home in Dingman’s Ferry, Pa. 
Mr. Brinck had been ill for several years 
and his condition had grown worse during 
the past few months, but his death, though 
not unexpected, was nevertheless a severe 
shock to the trade and came as a personal 
loss to most of the leading jewelers of the 
“lane.” For about 40 years Mr. Brinck 
had been connected with the jewelry busi- 
ness, and for 30 years he had been promi- 
nent in the affairs of the New York trade 
and dear to the hearts of all who knew him, 
so that his passing leaves a gap that will be 
hard to fill. 

Charles Franklin Brinck was a_ native 
New Yorker and was born in 48th St., Man- 
hattan, 62 years ago. His father was a 
prominent dry-goods merchant of that time, 
being head of the old well-known house of 
Brinck & Russell. Charles Brinck received 
his education in the New York schools and 
after graduating from them went to the Col- 
lege of the City of New York. 

As a young man, he entered the jewelry 
trade and soon became a salesman, and fol- 
lowed this calling throughout his entire life 
until ill-health forced his retirement. For 
most of his career he was prominently iden- 
tified with the watchcase trade, first with the 
Crescent Watch Case Co., later with the 
Keystone Watch Case Co., when that con- 
cern absorbed the Crescent company, and 
for the past seven years with the Wads- 
worth Watch Case Co. For all these con- 
cerns he had visited the trade in New York 
and the principal eastern cities and had be- 
come well and personally known to all the 
leading wholesale houses of that part of the 
country, 

No man that has ever been connected 
with the jewelry trade of New York was 
better or more favorably known than was 
“Charlie” Brinck. He numbered friends in 
every walk of life and in every branch of 
the jewelry trade in the metropolis, as well 
as in other sections of the country. Al- 
though he had never been prominent from 
a business standpoint, having been connected 
with the watch companies not as principal, 
but as salesman, yet he stood pre-eminent 
in the jewelry trade as one of its leaders in 
many movements, particularly in fraternal 

and social work. His position was attained 
entirely as a result of his personality and 
sterling qualities, as well as his ability and 
energy as a worker in every movement with 
which he was associated, whether in the 
Brotherhood of Traveling Jewelers, Jewel- 
ers’ Fraternal associations, the various Re- 
publican clubs, or the Jewelers’ 24-Karat 
Club, in all of which he had been for years 
a moving force. ‘There was a personal 


charm about “Charlie,” as he was familiarly 
known to his hosts of friends in the trade, 
that captivated all who knew him. Quiet, 
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sincere, yet at the same time forceful and 
energetic, he was able not only to do ef- 
fective work but to inspire those associated 
with him in a way that made success as- 
sured. 

Probably the greatest monument in the 
jewelry trade that he will leave will be the 
Jewelers’ 24-Karat Club, of New York, 
which he, with Colonel Shepherd and a few 
others, founded many years ago as a little 
social organization, but which, largely un- 
der his direction and management, grew un- 
til it became not only one of the greatest 
organizations of its kind in the jewelry 
trade, but one of the most prominent social 
organizations in the business world as well. 
For years, and in fact up until his sickness 
made him give up active work, he was a 
dominant force in this club, of which he 
had been one of the original presidents and 
a director for many terms, and his friends 
often jokingly referred to him as the po- 
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litical boss of the organization. For the 
success of this club and its affairs he was 
ever ready to sacrifice his time, his energy 
and his health, if need be, and many of its 
greatest functions owed their success to the 
foresight, energy and indefatigable work of 
“Charlie” Brinck. 

It has often been said that men who make 
few enemies make few strong friends, but 
the life of “Charlie” Brinck proved that the 
rule has at least one exception. His friends 
were legion, and they were friends, not 
acquaintances—men who knew and appre- 
ciated the sterling nature of the deceased 
and loved him for his many manly qualities. 
His presence at any function was a source 
of enjoyment and his absence a matter of 
deep regret. His loss is one that will be 
felt keenly and deeply in many branches of 
the jewelry industry and the tributes paid 
to his memory have been legion. 

About three years ago Mr. Brinck’s health 
began to fail and he underwent an opera- 
tion from which he partly recovered, but 
the stomach trouble which developed grad- 
ually grew worse until he was forced to quit 
business and was retired by the Wadsworth 
Watch Case Co., with whose New York 
house he had been prominently connected. 

Since that time Mr. Brinck had lived dur- 
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ing the Summer at Dingman’s Ferry, Pa., 
and during the Winter months at the Hotel 
Robert-Fulton in New York, and his home 
in Dingman’s was a scene of many a pil- 
grimage of his friends in the jewelry trade 
who visited there from all parts of the east 
to spend a few hours in his company. He 
had been an honored guest at the last of 
the banquets of the Jewelers’ 24-Karat Club 
for which his health did not permit him to 
do the active work, and in fact had attend- 
ed nearly all the functions of the club until 
the last annual outing. 

Outside of the jewelry trade Mr. Brinck 
had few interests, except in the National 
Guard and in athletics. He was one of the 
older members of the Seventh Regiment, 
New York, and was a member of the Vet- 
eran’s Association of that body, and for 
years had been prominently connected with 
the New York Athletic Club. 

Mr. Brinck married Miss Mary Elizabeth 
Andrus, daughter of a prominent New York 
builder, and she, but no children, survive 
him. He is also survived by his sister, Mrs. 
Valentine Mott. 

The funeral services, which were held at 
the National Funeral Church, 14 E. 39th St., 
Monday evening at 8 p. M., were largely 
attended and the jewelry trade was repre- 
sented by delegations from the Jewelers’ 24- 
Karat Club, the Brotherhood of Traveling 
Jewelers and the Jewelry Travelers’ Asso- 
ciation. The remains were interred yester- 
day at the family plot in Woodlawn Ceme- 
tery. 


SWISS WATCH EXPORTS 


‘nteresting Statistics as to Horological Lines 
Submitted by United States Consul 
General at Zurich 


WasHINGTON, D. C., July 31—A trade 
report on the industries of Switzerland 
has been made to the Department of Com- 
merce by Consul General Keena, at Zurich, 
from which it is learned that during 1918 
Switzerland manufactured and _ exported 
$40,760,000 worth of watches, clocks, ete. 
The figures show that the United States 
and England were the principal buyers, the 
former importing $8,730,000 worth and the 
latter $8,130,000. 

The remainder of the product was ex- 
ported to the following -countries: Ger- 
many, $2,904,000; France, $1,702,000; Aus- 
tria Hungary, $1,230,000; Italy $1,144,000; 
Sweden, $1,250,000; British India $981,000; 
Spain, $1,395,000; Japan, $1,350,000; Russia, 
$308,000. 

In that year Switzerland also manufac- 
tured and exported $800,000 worth of 
jewelry, of which European Turkey took 
$234,000 worth; Spain $117,000 worth and 
France $52,000 worth. 

The exports of watches and parts thereof 
in 1919 were divided as follows: Com- 
plete, $25,244,239; crystals, $135,483; jewels, 
$633,308; movements, $1,352,010; parts, 
$91,865; springs, $104,032. 

The report also shows that Switzerland 
also exported $1,633,692 worth of jewels 
during 1919. 

















The jewelry business of A. K. Brubaker 
& Son, Columbia, Pa., is now being con- 
ducted ‘under the style of Brubaker’s 
Jewelry Store. 
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CAUGHT IN ONE MINUTE 


Gem Thief Breaks Store Window, Seizes 
Jewelry and Runs, but Is Quickly 
Apprehended 


HacerstowN, Md., July 29.—While the 
street was crowded with people, Henry 
Phillips, Manchester, N. pear broke with a 
stone the plate-glass display window of R. 
Bruce Carson’s jewelry store here this 
afternoon, and seizing a handful of watches 
and jewelry, started on a run down Wash- 
ington St. A minute later he was cap- 
tured by Robert Boyle and turned over to 
Policeman Jacob Sailes, who took him to 
police headquarters. ; 

justice John H. Bitner committed him to 
jail for a hearing tomorrow evening. It is 
thought Phillips was after a cabinet con- 
taining $80,000 worth of diamonds, but was 
unable to reach it through the hole made 
in the glass. 

Carson telegraphed for Pinkerton detect- 
ives to come here and make an investiga- 
tion. It is thought Phillips may have ac- 
complices. Phillips wore spectacles, being 
very near-sighted. He was poorly clothed. 

“T couldn’t get work,” he said, “and T 
made up my mind I would not beg.” He 
made no explanation of why he came to 
Hagerstown. 

Mr. Carson stated that the only thing that 
saved his big diamond pieces was the fact 
that he uses a separate glass cabinet set- 
ting back two feet from the front glass. 
He said the crook was unable to break 
both glasses with one stone, or because of 
being very near-sighted, did not see there 
were two glasses. The finger prints on 
the cabinet, the jeweler said, showed that 
he grabbed for a very valuable pendant 
standing on a bust in the center of the 
cabinet. To the Pinkerton men he admitted 
that he was not 83 years old, but 63, and 
that he not long ago finished serving a 
sentence of 10 years in the Auburn State 
prison for the robbery of a jewelry store 
in Geneva, 

The Pinkerton detectives believe the man 
to be a professional crook. While the 
prisoner gave his name as John Phillips, 
this may or may not be his right name, as 
he may have gone under a dozen or more 
different names during his career. 








VALUABLE DIAMONDS MISSING 





Large Gems Mysteriously Disappear from 
Stock of Baltimore Jewelry Store 


Battrmore, Md., July 31.—Two diamonds, 
each weighing four carats, of an approxi- 
mate value of $7,000, have disappeared from 
the stock of one of the largest of the local 
Jewelry stores, according to information 
received by Detective Captain McGovern, 
of the Detective Bureau. After several 
days of inquiry the mystery surrounding the 
disappearance of the gems has not been 
solved, but the management of the store, 
pending a thorough investigation, has re- 
frained from reporting the diamonds 
“stolen.” 

. The police authorities admitted that the 
disappearance of the gems” had _ been 
brought to their attention, but they with- 
held the name of the jeweler pending a 
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private inquiry. It is the first time in many 
years that diamonds of such size have been 
missed from the stock of local jewelers. 
The firm does an extensive business in other 
cities and it has a number of salesmen on 
the road. Police officials pointed out that 
there is a probability that the stones were 
taken out on “memoranda” and that no 
record was made of the transaction. 

Pending a most exhaustive examination 
of stock and investigation of other channels 
no official police action will be taken. 
Through a singular coincidence the detec- 
tives learned that a four-carat diamond was 
pawned at a local pawnshop two days be- 
fore it was known that the two rings were 
missing from the jewelry store. Investiga- 
tion of the ring at the pawnshop, however, 
disclosed the fact that the owner of the ring 
was known to the pawnbroker. 








Garfunkel & Cammarata, New York, File 
Schedules in Bankruptcy Showing Nomi- 
nal Assets of $12,056 and Liabilities 
of $20,428 


Schedules in bankruptcy were filed in the 
United States District Court, New York, 
last Friday by Garfunkel & Cammarata, 
manufacturing jewelers, 336 Canal St. The 
assets are listed at $12,056 and consist of 
the following: stock in trade, $150; ma- 
chinery, tools, etc., $4,500; debts due on 
open accounts, $2,300; policies of insurance, 
$5,000, and deposits of money in banks and 
elsewhere $106. The liabilities are placed 
at $20,428.10, and constitute wages, $41.80, 
and unsecured claims, $20,386.30. 

Among the largest unsecured creditors 
are: Kastenhuber & Lehrfeld, $1,018; 
Blancard & Co., $479; William Dixon & 
Co., $229; Samuel Farrara, $89; A. Cohery 
Co., $50; Jull Engraving Co., $74; Ratzkoff 
Bros., $109; Kroner-Hyman, $171; H. 
Nordlinger Sons, $3,423; Simson Bros., 
$168; Rogoff & Garfunkel, $174; Fulton 
Electric Co., $215; A. Halter, $95; J. Bach- 
man, $75; Goldsmith Bros., $160; L. Heller 
& Sons, $115; the Lassner Co., $3,728; Mer- 
curio & Trapani, $801; R. A. Briedenbach, 
$4,743; I. Meyer, $1,083; M. & A. Rosen- 
berg, $195; Tony Rizo, $150; I. Garfunkel, 
$398; Dominick Denaro, $800; the Bach Co., 
$1,000; Frank Kaufman, $125; I. Pinchasoff, 
$67, and Aaron Feldstein, $300. 

An involuntary petition in bankruptcy 
was filed against this concern on July 15 
last. Shortly before the bankruptcy pro- 
ceedings were instituted the firm was robbed 
of merchandise reported to be worth about 


$30,000. 


Jewelers’ Gold Bars Withdrawn and Ex- 
changed at New York 
Week Ended July 31, 1920. 
The U. S. Assay Office reports: 








Gold bars exchanged for gold coins.. $764,885.05 
Gold bars paid depositors........... 82,547.95 
co eer rr ye cree rrr $847,433.00 


Of this the gold bars exchanged for gold coin 
are reported as follows: 


PM DG Fis Kup en ands aerewh Saaeads $136,760.74 
INE oacp etl aa eniain dae ae pe aaules 133,651.06 
IR AO eal alc SNe ad icin, sn EES CS 189,337.75 
Paty 29 s5.3% er ee ee eT re 93,036.44 
PNG GOs essen ses vans RO COner 212,099.06 
POPROR IR Aaa tes ware Man meeeaeae seudewccas 

PRN cetivicincdsvnennsny cemocinee $764,885.05 
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MORE JEWELRY ROBBERIES 


Philadelphia Police Believe Gang Which 
Recently Preyed Upon Jewelers Has 
Returned to That City 

PHILADELPHIA, Aug. 1.—Four jewelry 
robberies in the course of a week have con- 
vinced the local police that the bandits who 
preyed upon the local trade some months 
ago have returned to their former pursuit. 

Beginning last Saturday with the rob- 
bery of three diamond rings from I. Press 
& Sons, 8th and Chestnut Sts., the subse- 
quent victims were Albert E. Cohen, 614 
Market St.; J. Milner, 1834 S. 7th St., and 
I. Boganoff, 523 South St. The most re- 
cent was that of the Boganoff store on 
Friday. 

The Press robbery was a daring one. Ac- 
cording to I. Press, president of the com- 
pany, a well-dressed man of apparently 
middle age, walked into the store shortly 
before 2 o’clock last Saturday afternoon. 
Gazing at the showcase containing the most 
valued rings, he finally asked Harry Pick- 
well, a salesman, to show him a ring to 
which he pointed. 

This the salesman did, as well as taking 
two other rings from the case. Pickwell 
placed them on top of the case and walked 
to the other end of the counter to get a 
chamois with which to polish the stones. 
When he turned to look for his customer, 
he found him gone and the three rings gone 
with him. 

A report was sent immediately to Central 
Police Station, but owing to the fact that 
apparently no one in the store paid par- 
ticular attention to the stranger, the mat- 
ter of giving the police proper means of 
identification of the sneak thief was diffi- 
cult. 

The three rings stolen were valued at 
$1,200, according to Mr. Press. 

The second robbery occurred Wednesday 
night. In front of the jewelry store of 
Albert E. Cohen, 614 Market St., is a show 
case which is barred on all sides. The rob- 
bers succeeded in breaking away the bars 
and stealing all of the jewelry on display 
in the case, $400 worth in all. 

The following day two diamond rings 
were stolen from the store of J. Milner, 
1834 S. 7th St. Mr. Milner is having al- 
terations made in his place of business and, 
as a result, the entranceway and front win- 
dow are not separated by the usual parti- 
tion. No one saw the theft, but it is sup- 
posed that a slick thief, in leaving the store, 
reached over into the window and took the 
rings without pausing while on his way 
out. 

The final robbery, that of I. Boganoff, 523 
South St., was performed by a colored man. 
The man’s entrance into the store was of an 
uneasy manner and a storegirl, who waited 
on him, whispered to the proprietor that he 
should bear watching. Boganoff, therefore, 
secured his revolver and held it behind him 
while eyeing the man. 

In the meanwhile the supposed customer 





had asked to see a scarfpin and watch. 


Both were on the counter before him when 
he suddenly grabbed them and fled. Bogan- 
off was too surprised to raise his revolver 
and fire, and when they reached the front 
door the colored man succeeded in making 
his escape. 
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DEATH OF S. T. A. LOFTIS 


Founder of Prominent Installment Jewelry 
Business Dies at His Chicago Home— 
Conflicting Stories as to Cause 
Told by Witnesses 

Cuicaco, July 31—Samuel T. A. Loftis, 
head of Loftis Bros. & Co., one of the 
largest installment jewelry firms in the 
world, died suddenly early this morning 
as the result of a fall in his apartment. 
Conflicting stories concerning the accident 
have been told by Roy M. Shayne, son of 
a wealthy Chicago furrier, and Miss Ruth 
Wood, cashier at the Edgewater Beach 
Hotel, one or both of whom were with Mr. 
Loftis at the time of his death. The police 
are conducting a rigid investigation, al- 
though it is reasonably certain that Mr. 
Loftis came to his end as the result of an 
accident. 

The police and physicians were called 
arid the physician pronounced Mr. Loftis 
dead. A postmortem examination was held 
at once, and Coroner Hoffman announced 
that Mr. Loftis had died as a result of 
“extreme external violence.” He went on 
to explain that this violence might have 
been the result of a heavy fall. He said 
that he had ordered a jury to be selected, 
and that the date of the inquest would be 
postponed indefinitely, in order to give the 
police a chance to question all parties. 

Shayne told the police a different story 
from that of Miss Wood. He said that he 
had come to the Loftis apartment follow- 
ing a call from Miss Wood, who said that 
Loftis was drinking and becoming violent. 

“I rang the door bell,” he said. “The 
door opened and Loftis, clad in his pa- 
jamas, opened it. I said, ‘Sammy, you’re 
drunk!’ He said, ‘No, I’m not,’ and in- 
vited me in to have a drink of whiskey. 
As I entered he suddenly crumpled up and 
fell on a rug. I examined him, and then 
called a doctor, who pronounced him dead. 
Then the police came.” 

Dr. John L. Eckstrom, the physician, 
said that in his opinion death had been 
caused by hemorrhage of the brain. 
Whether this could have been brought on 
by excessive drinking he was not pre- 
pared to say, but believed that the bruises 
found on the head and shoulders of Mr. 
Loftis would not in themselves have caused 
death. 

The police believe that Shayne is pur- 
posely telling a false story in the vain hope 
of protecting Miss Wood from annoyance. 
They are inclined to believe the girl’s story, 
that he died after a fall following a strug- 
gle with her, and while making careful in- 
vestigation, are practically convinced that 
Mr. Loftis met his death as a result of an 
accident. 

While the police and coroner continue 
their investigation, the whole city is buzzing 
with excitement over the sensational finish 
of the popular “Sam” Loftis, who was at 
once a business genius and man about town 
at all hours of the day and night. He had 
crowded more excitement into his 48 years 
of existence than ordinarily comes in the 
lives of a dozen men. The jewelry trade 
knew him well. His arrival at the table 
of the Chicago Jewelers’ Association, on 
the occasion of the monthly luncheons, was 

“always signaled by a chorus of shouts of 
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welcome. The closely cropped black mus- 
tache which adorned the bright, alert face 
was but one manifestation of a sartorial 
excellence which included as well large dia- 
monds properly worn. He was a walking 
advertisement of the jewelry business. 
Usually he wore a flower in his lapel. If 
there was a Beau Brummel in the jewelry 
trade of Chicago it was Sam Loftis. 

Mr. Loftis was born in Philadelphia in 
1872. He received his earlier education 
from the Augustine fathers, and later was 
graduated from Villa Nova University. 
He learned the jewelry business in the store 
of his father and came to Chicago in 1892. 
He established a chain of stores throughout 
the United States, the largest being located 
at 108 N. State St. He proved the sound- 
ness of the installment jewelry business by 
making big money out of his “dollar down, 
dollar a week” method of selling diamonds. 

He has been in the public prints for 20 
years. His unfortunate marital troubles, 
which led to a divorce from his wife sev- 
eral years ago, and his quarrels with his 
brother Joseph, are old stories to the trade, 
and need not be repeated in an article of 
this kind. When he parted with his wife 
he gave her a check for $125,000, and she 
went to California. Joseph, his brother, 
conceived the idea that Sam was trying to 
force him out of business, and in 1907 he 
shot him with a revolver, wounding him 
three times. Mr. Loftis refused to prose- 
cute him. 

During the race riots in Chicago last 
Summer Sam Loftis rode through the 
South Side in a machine, seeking to bring 
about peace. He was fired upon several 
times, but did not suffer injury. He was 
a free spender, and when the mood was on 
him would gather parties of total strangers 
about him in a hotel lobby and organize 
an all night party, for which he would pay 
the bill. He was also a hard worker, and 
would often go to his office in the Stewart 
building after midnight and work until 
morning. 

He was termed by some a human dy- 
namo. According to his friends, he would 
allow nothing to be done by his employes 
without his inspection and O. K. If he 
bought a stock of diamonds he had to 
look them over himself. If he made a 
change in the style of his letter-head, he 
had to give even that matter his personal 
attention. He would argue all afternoon 
about a $5 bank note, and would spend 
$500 that same evening without batting an 
eyelash. He had a keen insight into the 
possibilities of advertising in a business of 
his kind, and was a heavy advertiser at all 
times. He attributed much of his success 
to advertising. He was a constant reader 
of THe JEWELERS’ CrrcuLar, and on numer- 
ous occasions, when he thought he knew 
of a good story for next week’s issue, 
called up the Chicago office to give the in- 
formation. Invariably the tips received 
from him led to stories of the deepest 
trade interest to readers. 





Cnicaco, July 31—Following the sudden 
death of S. T. A. Loftis early this morning 
a meeting of the board of directors of the 
company was held in the office at 108 N. 
State St., and the following officers were 
elected: President, William W. Vernon; 
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treasurer and secretary, J. M. Hessel; as- 
sistant treasurer and assistant secretary, 
Miss E. Phillips. The action was taken to 
present a solid front to the rumors which 
have arisen that the business was a “one 
man business,” and that it would pass with 
Mr. Loftis. 

Pending the issuance of a formal state- 
ment which is expected Monday, Mr. Ver- 
non authorized a statement to the effect 
that the financial affairs of the company 
are in good shape. No money, he said, is 
owing to any bank, and no merchandise 
bills are past due. 


Mr. Vernon came into the company only 
three months ago. He is a brother of the 
vice-president of the Continental and Com- 
mercial National Bank of Chicago. Mr. 
Vernon made the statement that he ex- 
pected it would be necessary, within the 
next few months, to borrow from the banks 
for the purpose of carrying out the plan 
which Mr. Loftis had for the expansion of 
the business when he was so suddenly 
called by death. Mr. Vernon intimated 
that he would have no difficulty in arrang- 
ing the needed loans. 

There are several features about which 


creditors are wondering, however. Mr. 
Loftis leaves no children, but there 
is a prospect of litigation. In fact, 
“loads of litigation,’ as one person 
close to the case expressed it, is 
predicted. There is a divorced wife, 


Joseph Loftis and Clifford Loftis, brothers, 
who are in a position to kick up a row. 
Clifford Loftis went to Arizona, where he 
now has a job on a ranch breaking wild 
horses. Joseph Loftis is said to be on his 
way to Chicago already. By electing new 
officers, so soon after the death of Mr. 
Loftis, one set of interests is practically 
taking the bull by the horns. 

Mr. Loftis left no will, so far as can 
now be learned. He did not expect to die 
soon. On his 40th birthday, however, he 
announced at a dinner given to his em- 
ployes that he had made arrangements for 
the conduct of his business after his death, 
which would insure each faithful emiploye 
of an adequate recompense. This hap- 
pened nearly 10 years ago, but employes 
are now recalling the promise, and are urg- 
ing that every effort be made to uncover a 
will. 

Mr. Loftis owned all the stock in his 
business with the exception of two shares. 
One of these was owned by Miss Hessell 
and the other by Miss Phillips. Miss Hes- 
sell is a woman of the highest ability, who 
has been closely associated with the busi- 
ness for years. In fact, she is the only 
person who is really on the “inside” con- 
cerning the company’s affairs, and her 
election to the position of secretary and 
treasurer is favorably viewed by the cred- 
itors, who believe that this step is wise, and 
that it insures the future successful con- 
duct of the business. 

Sig Stern, of New York, was in Chicago 
last week, and spent some time with Mr. 
Loftis. The two men were closely asso- 
ciated in both a business and personal way. 
A telegram was immediately sent to Mr. 
Stern to intercept him and bring him back 
to Chicago. A wire was also sent to Ar- 
thur Lorsch, of New York, who at once 
started for Chicago. 
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RECEIVER FOR DIAMONDS 


al Court at Indianapolis Takes Charge 
Claimed by Creditors of 
Oscar H. Bloom 


InpranaPouis, Ind. July 31.—Another 
chapter of the Bloom bankruptcy case was 
closed in the Federal Court in this city 
Tuesday. On the petition of Samuel Ep- 
stein, of Chicago, in an action brought 
against Arthur Valenitz, proprietor of the 
Heart Jewelry Co., 13 N. Illinois St, and 
others to recover a number of diamonds 
said to be worth $138,000, Judge A. B. 
Anderson, of the Federal Court, announced 
that he would appoint the State Savings & 
Trust Co. of this city as receiver for the 
diamonds pending trial of the cause next 
Fall. 

An order appointing the receiver and 
also providing that the Heart jewelry Co. 
and Sachs Bros., 314 Indiana Ave., the 
other defendants, file inventories and re- 
ports of sales and purchases with the re- 
ceiver was signed. 

The case brought by Epstein against 
Valenitz and 14 other defendants is con- 
nected with the bankruptcy proceedings re- 
cently instituted by Epstein against Oscar 
H. Bloom, proprietor of a jewelry store 
opposite the court house here on E. Wash- 
ington St. As a result of the bankruptcy 
proceedings, Bloom was adjudged a bank- 
rupt and the State Savings & Trust Co. 
was appointed trustee. Both Bloom and 
the Trust company are named in the latest 
suit brought by Epstein. 

Evidence brought out in the hearing on 
the bankruptcy proceedings against Bloom 
showed that he had bought large numbers 
of diamonds from Epstein on consignment 
-and then disposed of them to Valenitz and 
others. Bloom said that he sold the dia- 
monds on credit and was not able to collect 
money due as rapidly as he expected. 

These proceedings were brought through 
the efforts of Greenbaum, Wolff & Ernst, 
attorneys for the National Jewelers Board 
of Trade, 15 Maiden Lane, New York, 
working in co-operation with their local 
counsel in Indianapolis. 


Feder 
of Gems 








Providence Jewelers Arrested on 
Charge of Receiving Stolen Goods 


Provivence, R. I., July 31—Two jewel- 
ers of this city were arrested on Thursday 
following investigations made by Inspec- 
tors McGuire and Bowen and Sergt. Cusick 
of police headquarters, on a charge of re- 
ceiving stolen goods. Nearly 20,000 dozen 
of imitation precious stones were among 
the articles said to have been purchased 
by the two men. At a special arraignment 
held at police headquarters in the evening, 
both men denied the charge. 

Bernard Rothschild, 42 years of age, of 
‘143 Adelaide Ave., was charged with re- 
ceiving stolen goods valued at $900, the 
property of John F. Allen, dealer in pre- 
cious and imitation stones at 212 Union St., 
this city, from Robert S. Grant. The 
police say that the list contained 2,372 dozen 
topaz stones, 5,694 dozen sapphires, 1,400 
dozen amethysts, 7.985 dozen rose stones 
and 1,515 dozen rubies, all imitations. 
Rothschild pleaded not guilty and was held 


Two 
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in $2,000 bail for trial on Tuesday August 
10 


Robert S. Grant, 29 years of age, living 
at 13 Potter Ave., was charged with receiv- 
ing 345 dozen chaton foils, valued at $36, 
the property of john F. Allen, 212 Union 
St. Grant also pleaded not guilty and was 
held in $300 for trial on Aug. 10. 

The property figuring in this case is said 
to have been stolen from Mr. Allen’s sales- 
rooms the previous Friday night. Entrance 
was gained by means of a transom. The 
matter was reported to the police and fur- 
ther investigation of the matter is being 
made. 








SALESMAN CAUGHT 





Wm. Greenberg Accused of Absconding with 
Diamonds of Premier Diamond Co., 
New York, Found in Scranton, Pa. 


William Greenberg, diamond salesman, 
who it is claimed disappeared last April 
with diamonds and jewelry belonging to the 
Premier Diamond Co., 335 Fifth Ave., New 
York, worth in all about $40,297, has been 
captured and yesterday (Tuesday) as THE 
JEWELERS’ CIRCULAR was going to press, was 
arraigned before Judge McIntyre, Court of 
General Sessions on an indictment charging 
grand larceny in the first degree. The 
prisoner will plead Aug. 10, but in the mean- 
time is being held in $15,000 bail. 

The capture of Greenberg was accom- 
plished last Saturday in Scranton, Pa., by 
Charles Weinstein, brother of the president 
of the Premier Diamond Co. Since the 
alleged disappearance of the salesman, Mr. 
Weinstein claimed, Greenberg had been 
sought, but it was not until several days 
ago that any trace of him could be found. 
By watching his mail, it was learned that 
Greenberg was in Scranton, Pa., and last 
week Charles Weinstein left for that city 
hoping to locate the missing salesman. 
After a search he was found by Weinstein 
who induced Greenberg to return to New 
York without going through the formality 
of being extradited. Upon his arrival in 
New York, Mr. Weinstein turned Green- 
berg over to the police. 

Greenberg was indicted June 28 and on 
July 21, the New York police department 
issued a‘ circular, which was sent broad- 
cast, asking that the police of other cities 
make a search for him. The circular 
stated that this man was wanted for 
the larceny of a large amount of unset 
diamonds stolen in New York on April 24. 
A reward of $500 was offered for the man’s 
arrest. 

According to the president of the Pre- 
mier concern, Greenberg had been in their 
employ about nine months before he dis- 
appeared. He usually visited the firm’s 
customers in and around New York and 
on April 24 it is claimed left with a large 
amount of unset diamonds and never re- 
turned. THe JEWELERS’ Circutar informant 
was unable to estimate the exact value of 
the stolen stones although he stated they 
were all insured. 








J. T. Dillow, jeweler and watchmaker of 
Coal Grove, O., recently made a trip to 
Cincinnati. 
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SENT TO PRISON 





Two Automobile Bandits Who Robbed 
Jewelers Get Long Jail Terms 


Newark, N. )\, July 31—Judge Stickel 
in Quarter Sessions Court imposed un- 
usually heavy sentences on two members 
of a gang of motor bandits who several 
months ago perpetrated a series of store 
robberies and hold-ups in this city and 
vicinity. He declared that they had 
stamped themselves as outlaws and thrust 
themselves outside the pale of society by 
their crimes. David Wilderman, 195 Prince 
St., who in one hold-up beat a jeweler over 
the head, and in another shot a storekeeper 
in the leg, was sentenced to the State 
Prison for an aggregate period of from 18 
to 32 years. There were five separate sen- 
tences to run consecutively. Four are from 
four to seven years each, and the fifth is 
from two to three years. Frank O. Wieder 
of 187 Charlton St., Wilderman’s com- 
panion, was also sentenced to the State 
Prison, his term being from 12 to 28 years. 
He had four consecutive sentences of from 
three to seven years each. 

Both men had criminal records before 
being arrested on the charges for which 
they have just been sentenced. Wilderman 
is 22 years old and Wieder 20. These two 
men, together with William Cynanski and 
Paul Lutreano, made up the gang of ban- 
dits. Cynanski was arrested at the same 
time as Wilderman and Wieder, but leaped 
from the automobile in which they were 
being taken to police headquarters and 
escaped. Lutreano has not been captured. 

John Giancaspre, 21, of Highland St., 
who hired his automobile to the bandits, 
and on occasion drove it for them, was 
given a sentence of one year in the peni- 
tentiary. 

Wilderman and Wieder both pleaded non 
vult to participating in five hold-ups, and 
Wilderman entered the same plea to hav- 
ing shot a store keeper. Sentence was sus- 
pended on one charge for both men. 

One of the hold-ups in which the men 
participated was that on Louis Berns, 
when on May 6 last they entered his jewelry 
store on Mulberry St. and attacked him, 
but were frightened away when his wife 
gave the alarm. 





ROBBERS LOOT FACTORY 
Automobile Bandits Visit Attleboro and 
Escape with Booty Valued at $2,800 
ATTLEBORO, Mass., July 31.—A _ robbery 
took place in Attleboro early last Tuesday 
morning when four men in a touring car 
pried open a window in the Sweet Mfg. 
Co.’s plant on Dunham St. entered the 
building and escaped with $2,800 worth of 

sterling silver and roll plate chain. 

Two young men noticed the machine 
shortly after midnight and, thinking some- 
thing was wrong, they notified the police, 
but by the time the officers reached the fac- 
tory the men had disappeared with their 
loot. 








The estate of A. W. Biber, Spartanburg, 
S. Car., has been succeeded by R. E. Biber 
and is now being conducted under the name 
of Biber’s Jewelry Store. 
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Manufacturer of diamond jewelry of the highest class, 
Gems and diamonds and precious stones of every description. 


Main Office and Factory Downtown Office 
6 West48th Street 12&14- John S treet 
TELEPHONE {1337} BRYANT TELEPHONE {$38} CORTLAND 











New York City. 





n= 
| 








ESTABLISHED 1866 


rv? / 
rf AIH OLN fITT1 // 


DIAMONDS DIAMONDS 
>) SARPHATI STR 170 BROADWAY 


AMSTERDAM 2 AND 4 MAIDEN LANE 
NEW YORK 


IMPORTERS of DIAMONDS: £¥2)! Wholesale Distributors of 
WHOLESALE JEWELERS > ¥ 8 Watches and Watch Bracelets 
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The plant of George H. Fuller & Sons’ 
Co, Pawtucket, closed last Saturday for 


two weeks. 
The Wolk Jewelry Co. has removed from 


185 Eddy St. to larger quarters in the Met- 
calf building, 158 Pine St. 

The Liberty Optical & Jewelry Co., with 
S, Neveison in charge, has opened a store 
at 196 Thames St., Newport. 

Edgar C. Lakey, superintendent of B. A. 
Ballou & Co., Inc., has the sympathy of his 
numerous friends in the death of his mother, 
who was 80 years of age. 

Henry A. Goeckel is conducting the G. & 
G. Chain Co. rear of 19 Roland Ave., 
Cranston, according to his statement filed 
at the office of the city clerk. 

A. H. Bliss & Co., chain manufacturers, 
will ‘remove about Sept. 1 from the Bliss 
building, North Attleboro, to the corner of 
Hospotal and Borden Sts., this city. 

Forrest E. Dean, son of Clavin Dean and 
Harry C..Gray, with Blanchard, Young & 
Co., have just returned to business after 
a short cruise in Mr. Gray’s sail boat the 
Norma. 

Gottlob Armbrust, 20 Hobson Ave., North 
Providence, has filed a statement at the 
city clerk’s office that he is the sole owner 
of the Armbrust Chain Co., 280 Richmond 
St., this city. 

The E. A. Eddy Machinery Co. has pur- 
chased the manufacturing jewelry plant of 
the H. A. Kirby Co., 85 Sprague St., and 
will sell the tools, machinery, etc., in lots 
to suit purchasers. 

The Ford Perry Co., of this city, has in- 
creased its capital stock from $50,000 to 
$125,000, according to an amendment to its 
charter filed the past week at the office of 
the Secretary of State. 

A quarterly dividend of 1% per cent. on 
the senior preferred stock and of 134 per 
cent. on the preferred stock of the United 
Wire & Supply Co., has been declared pay- 
able on and after Aug. 2. 

According to information that has been 
filed at the office of the city clerk by M. J. 
Sylvester, he is proprietor of the Sylvester 
Mfg. Co., and also of the American Comb 
Co., both located at 36 Exchange Place. 

George W. Dover, Inc., has announced 
that due to the increase in its machinery 
tool line they have decided to close out 
their pin tongue and findings business and 
are offering for sale the pin tongue depart- 
ment and the automatic machinery, with the 
governing patents. 

A charter has been granted to the Alfred 
Vester Sons’, Inc., by the Secretary of State 
under the laws of Rhode Island, the busi- 
ness of manufacturing, buying and selling 
metal goods, etc., to be located in Provi- 
dence, with a capitalization of $50,000. The 
incorporators are William W. Moss, Charles 
R. Haslam and Thomas G. Bradshaw. 

The funeral of Max Tatz, for 38 years in 
the employ of the Gorham Mfg. Co., was 
held last Monday from his home, 38 Carter 
St. He was found dead in his room, fol- 
lowing a long illness. He came to this city 

years ago from Kiev, Russia, where he 
was born, and two years later he entered 
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the employ of the Gorham company. Be- 
sides his sister he is survived by three sons 
and three daughters. 

Among the jewelry buyers reported in 
this city and vicinity during the past week 
were the following: Arthur Wilson, of Bar- 
nard Hirsch Co., San Francisco, Cal.; 
George Williams, of “The Fair,” Chicago; 
S. Schweizer, of S. Schweizer & Co., Phila- 
delphia; Mr. Kaskell, of Wierner Bros., New 
York city; Joseph Hammerchmidt, of 
Philadelphia; Mr. Lehr, of Lit Bros., Phila- 
delphia; I. M. Oppenheimer, of Oppen- 
heimer Jewelry Co., Baltimore, Md., and 
Mr. Birnbaum, of M. Birnbaum & Co., San 
Francisco, Cal. 











It took 14 horses to get a hydraulic press 
weighing 75 tons and owned by the Watson 
Co. out of the mud in the freight yard last 
week where it was stuck. 

The city officials were entertained last 
Tuesday at the Summer home of Joseph 
Finberg at Touisett. At the annual meet- 
ing Harold E. Sweet was re-elected presi- 
dent of the Attleboro City Officials Asso- 
ciation. 

The F. W. Weaver & Co., manufacturing 
jewelry business was sold last Saturday t¢ 
Leon M. Flanders. The new owner took 
possession of the plant this week. The 
Weaver company is one of the oldest firms 
in the city and was established in 1883 
Desire of the two owners, 
Weaver and Harry P. Kent, to retire from 
active business was the cause of the sale. 
Mr. Flanders, the new owner, is a well 
known salesman, who for nine years was 
connected with the Standard Button Co. 
and later with the Allison Mfg. Co. 


RT 
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Fred E. Sturdy, Jr., returned home last 
week from Sherbrooke, Can., where he has 
established a branch shop for the J. F. 
Sturdy’s Sons’ Co. 

A number of factories will not resume 
operations until next Monday morning. It 
is estimated that 50 per cent. of the town’s 
population is out of town at the seashore 
and mountains. 

The Frank M. Whiting & Co.’s shops and 
the Sommer factories have been equipped 
withe oil burning plants. It is estimated 
that by changing over nearly 3,000 tons less 
coal will be needed in town. 

The Whiting & Davis Co. has had the 
eyes of everyone of their employes exam- 
ined and it was found that many needed 
glasses. As a result of the examination 
and new glasses it is claimed that the effi- 
ciency of the workmen has been increased. 

Percy B. Ball, who for the past 13 years 
has been identified with the Frank M. 
Whiting Co., first as designer and later 
also as executive in charge of the factory, 
has now associated himself with Stanley 
and Aylward in Stanley & Aylward, Ltd, 
of Toronto and Montreal, Canada, as an 
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active partner in charge of manufacture. 
Although Mr. Ball will make his head- 
quarters in Toronto, it is understood that 
the very pleasant relations he has so long 
enjoyed with the management of the Frank 
M. Whiting Co., are to be maintained. Mr. 
Ball has been active in the life of the 
community, and has the warm regard of all 
with whom he has been associated. His 
departure from the city is a source of keen 
regret, and since it became known among 
his close acquaintance, he has been the re- 
cipient of numerous substantial gifts and 
choice expressions of their regard, which 
included a special excursion in his honor by 
the Utopian Club of Providence, of which 
he has been an active member since its in- 
ception, and for some years president. Dur- 
ing the morning of last Saturday the power 
in the shop was shut off, and he was sur- 
prised with the presentation of handsome 
testimonials from the shop employes, the 
office force and the management. It was 
with deep feeling that he responded to 
these culminating expressions of good will. 
Mr. Ball left on Sunday morning to take 
up his new duties in Toronto. For the 
present his wife and family will remain at 
their home here, but expect to move to 
Toronto early in the Fall. 











R. B. Long, watchmaker in the Holland 
building, was married recently to Miss 
Florence Kerchmer. 

“Ed” Mohlmann assumed entire charge of 
the factory of the Guttfreund-Arnold Jewel- 
ry Mfg. Co. recently. 

C. T. Rogers, of the Hoyt Jewelry Co., 
is back from his vacation, which he spent 
in Wisconsin on a fishing trip. 

J. M. Boyd, Dallas, Tex., passed through 
St. Louis during the went on his way east, 
where he intended to visit the factories. 

The father of Miss Mary Klaile, of the 
Hoyt Jewelry Co., died suddenly on July 19. 
Miss Klaile is now away on her vacation. 

J. H. Crempton, Erber-Crempton Mfg. 
Co., has left on a selling trip through south- 
western Missouri and will be gone for sev- 
eral weeks 

Among the visitors to the city during the 
past week were: F. Brickey, De Soto; J. 
Jossom and Paul Becherer, both of Belle- 
ville, Ill.; Miss Martin, buyer for C. E. 
Willis, Jerseyville, Ill.; Fred Herold, Jer- 
seyville, Ill. 

The monthly meeting of the Associated: 
Watchmakers of America was held Wednes- 
day evening in the rooms of the association 
in the Holland building. The feature of 
the evening was an hour an a half talk on 
labor troubles. The speaker went into de- 
tails. 

The engagement of Miss Eugenia Uhri 
and James A. Maritz was announced July 
23, at a bridge party at which Miss Uhri 
entertained about 20 of her friends. Miss 
Uhri attended Mary Institute, St. Louis, and 
Castle School, Tarrytown, N. Y. She was 
Maid at the Veiled Prophets’ Ball in 1915. 
Mr. Maritz is vice-president and secretary. 
of the Maritz Jewelry Mfg. Co., and son 
of E. F. Maritz, president of the company. 
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i: We Are Masters of Detail 4 








in the trying work of selecting and securing 


PRECIOUS and IMITATION STONES 


in quantities to supply the Manufacturing Trade. 


Our experience, therefore, should be worth much to YOU; and OUR efforts 
to anticipate YOUR requirements—carrying your stock for you, as it were— 
should entitle us to a generous share of your patronage. 


H. NORDLINGER’S SONS, Inc. 














New York, 15 Maiden Lane Paris, 32 Rue Beaurepaire G ablonz a/N., 16 Steingasse Providence, 63 ——F 














STONE NECKLACES 


AQUAMARINE 
AMETHYST 
LAPIS LAZULI 
CRYSTAL 
TOPAZ 

ROSE QUARTZ 
CARNELIAN 
AGATE, assorted 


STONE 
CAMEOS 


20 to 40 MM 





ESPOSITER, VARNI CO. 


INCORPORATED 
45-49 John St. New York 
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PRECIOUS STONES JOBBING STONES 


DIAMONDS 


IReAe BREIDENBACHs. | 


place of “I haven’t it in stock,” say “I'll take the 
IN order,” when your next customer desires an odd 
or unusual stone. Then write or phone immedi- 

ately to us for quick action. 


Main Office Branch Office 
51-53 MAIDEN LANE 212 UNION ST. 
NEW YORK CITY PROVIDENCE, R. I. 
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ck” Roberts of the John M.’ Roberts 


“ a . x 
Son Co., his wife and mother are tour- 


ing the New England States on their vaca- 


jon. ; 
"0 A. Dupstatt, Vandergrift, Pa., was in 
pittsburgh last week buying goods and 
reports conditions in his section very satis- 


ctory. 
al H. Heeren, formerly of Heeren 


Bros. & Co., who is now a resident of 
Florida, writes that he is very successful 
in the farming industry. 

Emanuel Grafner and Mrs. Grafner, of 
Grafner Bros., left last week for the New 
England coast where they will spend the 
next few weeks of their vacation. 

Word received from London announces 
the safe arrival in Europe of Mr. and Mrs. 
Samuel F. Sipe. They will not return home 
yntil the latter part of next month. 

William Hofmann, of Heeren Bros. Co., 
is back from an eastern motor trip and 
found the weather quite cool in the Pocomo 
mountains. Regardless of his advanced 
years, he still manages to do a full day’s 
york, 

Abraham Binstock, 1600 Center Ave., has 
taken a lease on a building at Weirton, W. 
Va. and will open a jewelry store there ina 
few weeks. He will have a first class es- 
tablishment. Weirton is a lively mill town 
and Mr. Binstock will cater to the indus- 
trial workers of the community, as well as 
the farming section. 

Fire last week caused $1,000 damage to 
the Royal Restaurant at 948 Liberty Ave. 
and also smoked up the Mutual Jewelry 
Co’s place at 950 Liberty Ave. The fire 
looked threatening for a time and was ham- 
pered because of the torn up condition of 
the street. The fire started near a vent 
pipe in the restaurant but no blaze reached 
the jewelry establishment. 

All indications point to a record break- 
ing delegation leaving Pittsburgh next 
Sunday night for the Retail Credit Men’s 
national convention to be held in Detroit. 
George C. Kelty, head of the M. J. Smith 
Co, has been assigned among the fitts- 
burgh delegates to cover some of the sub- 
jects that will be discussed. Franklin 
Blackstone of Pittsburgh is the president of 
the national body and is the credit man- 
ager of the Jos. Horne Co. The Pitts- 
burgh delegation will go from Cleveland 
to Detroit by boat. 

A man who is said to have been passing 
togus checks, and whose conduct is being 
investigated, was arrested at the instigation 
of a special policeman in a Pittsburgh bank 
afew days ago and is believed to be the 
man who endeavored to obtain jewelry at 
several stores, by passing himself off as a 
railroad man. He is being held pending 
an investigation. This man went into a 
Smithfield Street store two weeks ago and 
later visited a store in Fifth Ave. and en- 
deavored to obtain watches at both places 
by means of offering a check, showing a 
tailroad pass and exhibiting a bank ‘book. 
It is claimed that the man passed a number 

of checks on other merchants and caused 
this particular bank a lot of trouble, but 
none of the jewelers who were approached 
by the individual have as yet been called 
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upon to identify the man. In one store 
the man in question was told he was a 
crook and did not resent it. 








Lancaster, Pa, 





Paul E. Hirsh, a Philadelphia engraver, 
spent part of last week in Lancaster with 
his parents. 

Roy E. Weaver, with Charles Bros., 
jewelers, Meadville, Pa. motored to Lan- 
caster last week. 

John J. atid Charles E. Bowman, of Ezra 
F. Bowman’s Sons, motored to Havre de 
Grace. Md., with a party of friends last 
week. 

Edwin F. Herr, formerly a watchmaker 
for the John Pair Co., has taken a simi- 
lar position with Jeweler Ernst, Charleston, 
W. Va. 

W. W. Appel, of W. W. Appel & Son, 
had as his guest last week a brother, Rev. 
R. S. Appel, of Hamburg, Pa., his first visit 
in 20 years. 

A. W. Moyer, president of the Non- 
Retailing Co., and T. Wilson Dubbs, and 
their wives, spent part of last week at 
Pequea-on-the-Susquehanna. 

Christian Born, Lancaster, has entered 
the Bowman Technical School as a student 
in watchmaking and engraving. L. A. Pine, 
Washington, D. C., has entered as a student 
in engraving, and John E. Biddle, Bruns- 
wick, Md., also as a student in engraving. 

The plan of smaller stores keeping open 
on evenings that the big department stores 
close has brought so little business to the 
stores open that the merchants keeping 
open, including the jewelers, say they will 
not try the experiment another year, as it 
does not pay. 











He called on his 


cent visitor in Louisville. 
friends in the trade. 

W. A. Wollenman has opened a new store 
in Ferdinand, Ind. He was in Louisville 
last week purchasing goods for his stock. 

The Gleeson Jewelry Co., a local whole- 
sale house, is planning an exhibit for the 
national convention which will feature ivory 
goods. 

George Kendrick, of William Kendrick’s 
Sons, has just returned from an extended 
trip through the eastern States and Canada. 
He was gone about six weeks. 

A. H. Thompson, representing The Pair- 
pont Corporation, of New Bedford, Mass., 
has been in the city calling on members of 
the trade in the interest of his firm. 

Oscar Sales, formerly with J. Greenberg, 
will shortly establish a retail store of his 
own on Walnut St., between 4th and 5th 
Sts. The new store will open Sept. 1, un- 
less a lease for the building can be nego- 
tiated for an earlier date. 

Louisville jewelers are busy preparing for 
the convention. Plans are approaching 
nearer to completion every day. A petition 
is now being circulated among jewelers 
with the purpose of securing the consent 
of retailers to close at 1 o’clock, Thursday, 
Aug. 26, the afternoon of the boat excur- 
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sion. It is believed that this plan, if car- 
ried out, will be highly appreciated by visit- 
ing jewelers as a compliment to them. The 
closing will be advertised in the daily pa- 
pers. Secretary Will Irion, of the local 
jewelers’ association, has received an en- 
thusiastic letter from the secretary of the 
Alabama State Association, saying that it 
will send a large delegation. 

Fred H. Rink, traveling representative 
the Gleeson Jewelry Co., has returned from 
a four weeks’ trip through Kentucky. He 
had a very good business in orders for 
Fall goods. He also reports that many re- 
tailers throughout the State have declared 
their intention to attend the convention. 











trip east and will in a few days go with 
Mrs. Taylor to spend a vacation at the 
Crescent Gun and Rod Club house on the 
Coast. 

Retail jewelers of New Orleans, as well 
in all other lines, were much gratified at 
the resumption of street car service this 


week. From July 1 to July 25 the street 
car operators had been on a strike. Finally 
through the efforts of Mayor Behrman and 
some active citizens an agreement was 
reached that permitted the men to return 
to work pending arbitration of differences. 
The schedules have now been resumed. In 
the meanwhile business was being hurt con- 
siderably even though jitneys, kind-hearted 
automobile owners and a crippled equip- 
ment of the cars was being operated. 

The announcement that Leonard Krower 
& Son, Inc., had succeeded the firm of 
Leonard Krower & Son, caused consider- 
able interest in the jewelry trade and is 
another advanced step by the firm. The 
incorporation of the business was completed 
during July. It had been the idea and plan - 
of Leonard Krower, whose untimely death, 


' however, interfered with the fulfillment of 


his plans. His son, Alfred J. Krower, has 
finally brought to a realization the plans 
of his father and the announcement is now 
made of the change of the firm name. The 
business of Leonard Krower was estab- 
lished some 35 years ago by Leonard 
Krower, who had traveled through the 
south as a representative of Albert Lorsch 
& Co., of New York. The progressive steps 
of the business has been indicated by the 
various changes of abode to accommodate 
the great volume of increasing business. 
Some few years ago Mr. Krower admitted 
his son into partnership and the firm name 
was then changed to Leonard Krower & 
Son. After the death of Mr. Krower plans 
were formulated to incorporate the busi- 
ness, which have now been completed. The 
business is owned by the estate of Leonard 
Krower and the surviving partner and it 
is the idea of the owners to interest many 
of their valued employes who have been 
with the firm for many years. The firm 
now occupies the five-story building at 
Canal St. and Exchange Place. After ex- 
tensive changes and the purchasing of new 
fixtures the sales and showrooms are to be 
classed among the most attractive in the 
wholesale jewelry trade. 
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508-510 Arcade Bldg. 87 Nassau Street 
WILLIAM LEVINSON MORRIS ROSENBLOOM A. M. WEINBERG 
Established 1886 
MORRIS ROSENBLOOM & CO. 
IMPORTERS OF 
DIAMONDS 
AMSTERDAM ; 156 East Main Street 
32 Sarphati Straat ROCHESTER, N.Y. 
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are 
making ready for the holiday season. The 
dvance guard of salesmen with holiday 
ods will invade the surrounding territory 
Re eenicatt, Rockville, Ind., was in 
Indianapolis during the week. Other visit- 
ors from the State to Indianapolis _whole- 
sale houses, were A. ?. W ood, Kirklin ; 
Walter Buhrman, Newcastle; C. K. Mc- 
Cain, Kokomo, and Agee Wilson, of Dan- 
vated has been received by officials of 
the Baldwin-Miller Co., this city, to the ef- 
fect that Silas Reagan, son ot Hag Oe Reagan, 
head of the company, is in a hospital in 
London, England. He went abroad with 
his family about seven weeks ago and was 
injured in some manner in London. 

John Baldwin, jewelry salesman for the 
Baldwin-Miller Co., and probably one of the 
best known jewelry salesmen in the State, 
js spending a few days at one of the north- 

em lakes fishing. Mr. Baldwin is known 
to the trade as the “Potato King,” the rais- 

| jng of this vegetable being one of his hob- 
bies. 

Announcement has been made ot the 
consolidation of two Linton, Ind., jewelry 
stores, the W. J. Hamilton store and that 
of Henry Dale. The new store will be 
known as the H. & F. Jewelry Co., and 
will be operated by Mr. Hamilton’s son and 
Bert Farthing, who was a watchmaker in 
the Dale store. 

Charles Nehf, of the Swope Nehf Jew- 
erv Co. in Terre Haute, Ind., was the 
guest recently of the bicycle dealers of 
Terre Haute on the annual outing of the 
dealers’ association. He was the only one 
outside of the trade to make the river trip. 


Wholesale houses in Indianapolis 











Mr. Nehf is the father of “Art” Nehf, 

pitcher for the New York Giants. 
Evansville, Ind. 

‘Hovey H. Tislow, retail jeweler of 


Petersburg, Ind., was a business visitor in 
Evansville a few days ago. 

‘Carl Stocking, retail jeweler, Division 
St. has returned from Rockport, Ind., 
where he visited his brother, John Stock- 
ing, who operates a pearl button factory in 
that city. 

J. C. Basye, retail jeweler at Rockport, 
Ind, is secretary of the Spencer County 
Fair Association, which will hold their an- 
nual fair at Rockport one week during the 
month of August. 

Raphael Bros., who purchased the large 
retail and wholesale jewelry stores of I. 
Gans & Co., 24 Upper Ist St. several 
months ago, is contemplating several im- 

provements in their large store building. 

' »W.C. Garad, Dubuque, Ia., western man- 
ager of Harvey Chalmer & Son, Amster- 
dam, N. Y., was in Grayville, Ill, a few 
days ago inspecting the new plant of the 
Elk Pearl Button Mfg. Co., and he was 
well pleased with conditions as he found 
them. The plant now has more than 30 
employes at work and good wages are be- 
ing paid the workmen. S. J. Leach is the 
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manager in charge of the plant. Plenty 
of mussel shells are being secured by the 
company from camps along the Wabash 
River. Mussel diggers are being well paid 
for their work this season and a larger 
number of men than usual are engaged in 
the work. 

The dates of the second annual Evansville 
Exposition have been fixed for Oct. 4 to 16. 
The big show this year will be given at 
Cook’s Park and a large number of build- 
ings and hooths will be erected there. Over 
100 booths haye been engaged up to this 
time by the leading business concerns of the 
city. Among those who will have booths 
at the exposition grounds are A. Bitterman 
& Son, Bitterman Bros., Raphael Bros., 
Esslinger, J. M. Boner, Kruckemeyer & 
Cohn, Meyer & Forster, Charles F. Artes, 
Inc., J. L. Thuman and others. The retail 
jewelers are also expecting to have unusual 
window displays during the week of the 
exposition and they are looking for an 
unusually fine trade, especially from the 
Tri-State territory. The jewelers for sev- 
eral years assisted in giving the annual style 
show in Evansville and this always brought 
a large number of shoppers to the city. 
Last year the first exposition was given in 
the place of the style show, and although 
rain fell almost every day during the ex- 
position, more than 100,000 visitors were 
attracted to the city by the event. Charles 
F. Artes, of the Charles F. Artes, Inc., says 
he would not be surprised to see the expo- 
sition this year bring at least 200,000 strang- 
ers to the city. There will be many attrac- 
tions during the exposition both at the ex- 
position grounds and on the streets in the 
business sections of the city. 
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Mr. and Mrs. Thomas J. Ryan are spend- 
ing their vacation at Cedar Point, Lake 
Erie. 

Mrs. G. M. Brahm left Thursday night to 
join Mr. Brahm for the week-end at Louis- 
ville, Ky. 

J. C. Wilcox, Harlan, Ky., was a visitor 
at the establishment of E. & J. Swigart dur- 
ing the week. 

Gus Peck has returned home for a week’s 
rest before going on his eastern trip. He 
has been west. 

Mrs. Anna J. Tudor, 77, mother of Mrs. 
G. H. Newstedt, is dead after a three 
months’ illness. 

Julius Jacobs, wife and daughter, are 
spending a three weeks’ vacation at Atlantic 
City. Gus Spiegel, of D. Jacobs Sons’ Co., 
l:as left on a road trip. 

Greenwold, Hirsch & Grift report the 
following visitors: William Leive, Aurora, 
Ind.; W. G. Peay, Willard, Ky., and 
W. S. Hoke, Winchester, Ky. 

Eli Gutmann returned Thursday morning 
from a short trip to West Virginia. Visi- 
tors at his office during his absence were 
Ben P. Dillard, Lebanon, Tenn., and John 
Selbert, Frankfort, Ky. 

Joe Rosenbaum, traveling man for A. & 
J. Plaut, who returned home from Illinois 
owing to illness, is slowly recovering and 
expects to resume his trip shortly. One of 
the young men from the office will go with 
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him to assist in taking some of the burden 
off Mr. Rosenbaum’s shoulders. 

Richter & Phillips reported the following 
visitors during the week: I. N, Biddle, 
Lawrenceburg, Ind.; Charles Diefenbach, 
Jr., Hamilton, O.; George H. Deck, Blan- 
chester, O.; W. R. Brandenburg, daughter 
and two grandchildren; Lawrence Daniel 
and Roy Wieland, Greenville, O., and John 
Ze'ly and wife, Eaton, O. 

Charles Swigart and family have returned 
from a delightful trip to Clear Lake, Ind., 
where they spent several weeks. Mr. Swi- 
gart has again gone on the road, having 
secured John Macke to take charge of his 
new office in the Strand Theater building. 
Mr. Macke was formerly with Mr. Swigart, 
but left to take a position in New York. 
He disliked that city as a residence place 
and returned here. 

Otis Gray, 18, colored, has been bound 
over to the grand jury, following his con- 
fession of stealing three diamonds rings, of 
a total value of $950, and four loose dia- 
monds, from the Dorst Co. The confession 
followed the finding of two diamonds in his 
hatband. He had been sent to the postoffice 
to mail a package containing one of- the 
rings and four loose diamonds. He ad- 
mitted the theft of the other rings after 
confessing to taking the one in the package. 
The accused youth said he intended giving 
the rings to a girl. 








San Antonio, Tex. 





R. Keane has moved to his new location 
on East Houston St. 

George Hemple, of the George Hemple 
Jewelry Co., has gone to Kerville to spend 
several weeks. 

W. J. Harrison, of Harrison & Merrill, 
San Marcos, Tex., was in San Antonio on 
a buying tour recently. 

P. J. McNeel, of the P. J. McNeel 
Jewelry Co., motored with his family to the 
Glorietta Mountains in New Mexico on a 
fishing trip. He is expected to return after 
six weeks’ stay. 

Arthur H. Ball, of the E. Hertzberg 
Jewelry Co., has recently returned from an 
extensive trip through the west. He at- 
tended the Shriners’ convention at Port- 
land. While there and in California and 
Kansas City he visited a number of the 
jewelry companies and reports business as 
being very good. 

Excitement was caused recently by a rob- 
bery which occurred at the Michael Loan 
Co., 112 Solidad St. The robbers entered 
the apartment above the store, descended 
the stairs which are separated from the 
store by a thin partition, drilled a hole 
six inches square and weakened a place the 
same size on the Michaels’ side by boring 
small holes, forming the outline of a 
square. Mr. Michael came down to light 
the store for the night, just in time to hear 
a noise. Before anything could be done 
the robbers had disappeared. His being 
there frightened them and fortunately no 
valuables were stolen. The detectives have 
figured that the robbers had planned to 
break through the weakened place the fol- 
lowing dav when the jewelry display was 
put into the window. However, they did 
very crude work and went so far as to 
escape without closing the door. 
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STERLING 


SILVERWARE 


Service Satisfaction 





People instinctively associate silver- 
ware with Gorham, because Gorham 
Silverware includes literally everything 
pertaining to the silversmith’s art. 


The public knows the value of 
Gorham Service, because everybody 
appreciates the beauty and variety of 
Gorham patterns, the originality of 
Gorham designs and the high standards 
of Gorham quality. 


This preference also extends to 
Gorham prices, because a satisfied public 
knows them to be synonymous with the 
integrity of Gorham Silverware. . Jewelers 
who sell Gorham Silverware reap the 
direct benefit of the public’s satisfaction. 


Gorham Silverware is offered for 
sale through jewelers exclusively 


THE GORHAM COMPANY 


Silversmiths and Goldsmiths 
Fifth Avenue at 36th Street, New York 


Branches: 


NEW YORK SAN FRANCISCO 
15, 17, 19 Maiden Lane 140 Geary Street 
CHICAGO LONDON 
10 South Wabash Avenue Ely Place 


Works: Providence, New York, Birmingham 
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An Article 
that Everyone often been made 
Should Read upon the ridiculous 


manner in which the 
subject of precious stones is treated in 
newspaper and magazine articles and the 
amount of misinformation supplied to the 
public by such articles in the past has been 
so great that it is with distinct pleasure as 
well as surprise that the jewelry trade has 
hailed an article on gems in a recent issue 
of a popular magazine that is not only clear 
and interesting in its text, but in the main 
is founded on absolute fact, tells the public 
the clear truth about gems and gem mining 
and conditions in the gem trade, and there- 
by does a real service both to the gem buyer 
and gem seller. 

The article referred to appeared in the 
Saturday Evening Post of July 24 in the 
department of “Everybody’s Business,” and 
takes up the question of precious stones 
probably more exhaustively than has any 
popular article along these lines that has 
appeared for some time. Unlike the auth- 
ors of similar articles in the past, Floyd 
W. Parsons, who prepared this one, started 
with no preconceived ideas or no attempt 
to obtain facts to fit theories; instead he 
sought first-hand information on all sides 
of the subject of precious stones, mining, 
cutting, marketing and wearing, and in each 
case went to headquarters for his informa- 
tion. 

With the ability of a deft story-teller he 
has brought out all the points that would 
interest and instruct the public in regard to 
the production, consumption and marketing 
of gems, omitting the dry and unessential 
details, but as a true searcher after facts 
he has omitted little, if anything, that has 
an important bearing upon his subject even 
though he may have only touched the high 
lights. In the garnering of facts he has 
gone much deeper than one would expect 
in an author presenting an article from a 
popular standpoint, and has collected and 
collated much that will instruct and interest 
the jeweler and gem dealer as well as the 
public at large. Altogether the article is 
one of the most able presentations of its 
kind ever made by a magazine and as a 
work of reference is fit to rank next to the 
technical books that have been prepared on 
gems and gem materials. 

For the above reasons we urge every 
jeweler in the country to carefully read and 
digest the article which will be found on 
pages 36, 38 and 96 of the Saturday Evening 
Post’s issue of July 24, and not only to do 
this, but to urge his clerks, his friends and 
customers to read the article as a clear and 
simple digest of the essential facts with 
which the sellers or buyers of gems and 
jewels should be familiar for the sake of 
their own reputation or protection. 

The jewelry trade has suffered in the past 
from the misinformation disseminated to 
the public on the subject of precious stones. 
It can only be benefited by the dissemina- 
tion of the truth as presented in this ar- 
ticle, because the more the true facts are 
understood the more satisfied will the pub- 
lic be in purchasing gems both for pleasure 
and investment, and the more this article 
is read and digested by. the public at large 
the better it will be for the gem buyer and 
gem seller. The Saturday Evening Post 
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has published many articles of value to the 
public, but few, if any, will cause greater 
benefit to its readers and incidentally to the 
jewelry trade than this article of Mr. Par- 
sons. 





ITH the abnor- 

mal conditions 
of business that have 
existed in the trade 
for the past few years, there has been an 
abnormal condition as far as bankruptcies 
are concerned, the number recorded being 
very little in proportion to the normal fig- 
ures of any previous year. However, with 
the readjustment which we are going 
through and the greater care in buying ex- 
ercised by the public, many men who are 
not really merchants and who have been 
simply carried along: in the tide of prosper- 
ity, will begin to reap the results of their 
incomp-tency in buying and selling and 
failures will again be common, even if less 
in number than in the past. When this time 
comes, it behooves manufactures, whole- 
salers and iraporters to carefully distinguish 
between the honest and dishonest bankrupt 
and to see to it that while the helping hand 
is never withheld in case of the former, 
that the full remedies that the laws allow 
shall be invoked in the case of the latter, 
and that no stone be left unturned to make 
the dishonest bankrupt regret his transgres- 
sions and feel that the jewelry trade is no 
longer a place for him to remain in busi- 
ness. 

As has been so many times pointed out 
by this and other journals, the dishonest 
bankrupt is not only a menace to the man 
from whom he purchases his goods, but is 
a disturbing factor among all retailers in 
the industry; in fact, the danger to the 
retailers of a district through a dishonest 
bankrupt and the loss entailed there by his 
acts is greater than it is to the firms from 
whom he has purchased his goods. The 
latter lose part and sometimes all of the 
account due, while the retailers who are the 
competitors of the crook must suffer a dis- 
turbance in trade through an auction or 
receiver's sale that upsets prices in their 
district for a long time. 

The firm that compromises with a dis- 
honest bankrupt strikes a blow at every 
customer that they have in his vicinity, 
especially if they permit him to resume busi- 
ness on conditions in which he has a 
handicap over all his competitors. No whole- 
sale or manufacturing firm for a minute 
would consider the question of giving a 20 
per cent. rebate to one customer in competi- 
tion with others in the same vicinity, but 
when they compromise with a thief who has 
secreted his assets and who has simply 
failed for the purpose of making money, 
and settled with him for from 25 to 50 cents 
on the dollar, they give him a handicap of 
from 50 to 75 per cent. over his honest 
competitors who pay their bills in full. Un- 
der such conditions, he is able to set prices 
below cost and practically drive out of 
business the honest merchant who is en- 
gaged in business in his vicinity. 

An honest bankrupt, as said before, should 
be given consideration both by his creditors 
and by his competitors, but the dishonest 
bankrupt should be treated by all for what 
he is—a man who is worse than a thief; 
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Bankrupts 
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for he not only steals from his credit 

who have allowed him to remain in — 
ness, but becomes a menace to his vn 
munity and a thorn in the side of = 
competitor who pays his bills in full. . 
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Give Publicity HE work of the 
to Slogan _ National Jewel. 
“Gifts that Last” ‘TS Publicity Associa- 


tion has been heartil 
endorsed by practically all the State retail 


jewelers’ associati i 

a te wa ae eee 8 am held con- 
the project now is on a pw — and 
assures its success. Already ype: 0 
has started a national sdeesnde cee 
2 pia g campaign 
in the standard magazines and today it is 
using about 41 magazines of one kind or 
nother. Because of the limited amount .of 
appropriation for the first season’s cam- 
paign, the committee in charge has neces- 
sarily kept the copy small and its purpose 
has been at present to get just as wide dis- 
tribution as possible for the slogan “Gifts 
that. Last.” Kor this purpose it has pre- 
pared a seven-column heading for news- 
paper use featuring the various seasons 
and is now securing very good co-operation 
from local newspapers in working up spe- 
cial copy among the local dealers in a 
great many towns throughout:the country, 

Progressive dealers in many’ sections are 
tying up their advertising through. this na- 
tional acvertising and emphasizing the 
slogan “Gifts that Last” on every occasion. 
No jeweler is too large and no jeweler is 
too small to take advantage of the oppor- 
tunity that this affords him now. The 
phrase “Gifts that Last” should be constantly 
in his mind and should appear on every- 
thing in the way of advertising he puts out. 
The sentiment behind the phrase should be 
clearly understood by his clerks and should 
be emphasized on every occasion when talk- 
ing to customers. “Gifts that Last” should 
be on the tongue of every jeweler in the 
country, its meaning should be dinned into 
the ears of the buying public, and the state- 
ment iterated and reiterated until it becomes 
in the minds of the public practically sy- 
nonymous with the word, jewelry. In fact, 
the more the jeweler makes his community 
understand that the gift par excellence is 
the gift that lasts, and that “gifts that 
last” means jewelry, the stronger will be his 
position as a purveyor of presents of all 
kinds for every occasion in life-birthdays, 
graduations, weddings, holidays and other 
occasions to be commemorated. 

In addition to concentrating its work of 
publicity on the phrase “Gifts that Last,” 
and getting the dealers of the country to Co- 
operate, the National Jewelers’ Publicity 
Association is preparing a bulletin to go to 
the members of the association outlining the 
complete dealer helps (including electros, 
motion picture signs, display signs, etc.) 
which the association is prepared to furnish 
to members to tie up with the national ad- 
vertising. All this work costs money, but 
we feel that as soon as the retail, wholesale 
and manufacturing jewelers begin to appre- 
ciate the value to the trade at large, of even 
preliminary work, the efforts of the associa- 
tion to secure the full fund, $300,000 (which 
is the sum they have set as necessary). 
will be successful and the sum will be quick- 
ly and easily obtained. 
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L J. Mayer, 68 Nassau St., sailed for the 
European diamond markets last Saturday 
aboard the Aquitama. a 

Irving Wolkowitz, of the Riveria Pearl 
Co., 65 Nassau St., sailed for Paris last Sat- 
urday aboard of -4quitania. 

The business of J. B. Carash, formerly 
of Carash & Sesalsky, is: now located in 
new quarters at 100 W. 2ist St. 

Alfred G. Stein, American resident part- 
ner of Patek, Philippe & Co., 68 Nassau 
St., is resting at Wentworth Falls, Jackson, 

» 

a Terrace has established himself in 
business again, this time as a manufacturer 
of swivels and chain findings at 66 Mur- 
ray St. 

George E. Fahys, of the Alvin Silver Co., 
20 Maiden Lane, returned last week after a 
trip through the west taken in the interest 
of his firm. 

Among the arrivals in this city from 
Europe last week aboard the Aquitania was 
Albert S. Samuels, of the Albert S. Samuels 
Co., San Francisco, Cal. 

Owing to the increase in business, Gordan- 
Neubarth, Inc., dealers in diamonds, 
watches, clocks and jewelry, have moved 
to larger quarters at 15 Maiden Lane. 

James J. Loeb, of James J. Loeb & Bro., 
importers and cutters of melee, 68 Nassau 
St, is returning to this country on the 
Imperator after a two months’ trip abroad. 

Max Bauman, of M. Bauman & Co., dia- 
mond importers, 170 Broadway, returned 
last week aboard the Aquitania from a pur- 
chasing trip in the European diamond mar- 
kets. 

Lorenz Collin, connected with W. L. Col- 
lin, importer of diamonds, 347 Fifth Ave., 
left the latter part of last week for Lake 
Sunapee and will tour the White Moun- 
tains. 

The local office of the Empire Mfg. Co., 
manufacturing jewelers, has been moved 
from 116 Nassau St. to 270 W. 34th St. Nat 
Blauston is the local representative of the 
concern. 

Harry C. Cutting, for years with a 
prominent manufacturing jewelry concern 
in this city, is now representing Kaufman & 
Franklin, manufacturers of diamond mount- 
ings, 100 W. 21st St. 

The business of Frederick W. Rauch, 
dealer in diamonds and precious stones, has 
been moved from 170 Broadway to new 
offices on the eighth floor of the Fifth Ave- 
nue Guaranty building at 522 Fifth Ave. 

According to an announcement made last 
week, the business of A. Stark, diamond 
setter, now located at 35 W. 125th St., will 
be moved on Aug. 2 to new quarters in 
room 1207, Morton building, 110 Nassau St. 

Irving A. Kaufman, formerly with 1. 
Garson, is now representing Gobstein, 
Dreyer & Clewner, manufacturers of dia- 
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mond mountings, of 71 Nassau St. He is 
now calling on his former trade, on behalf 
of his concern. 

George A. Knapp, covering Chicago and 
the middle west, and J. Adler, traveling to 
the Pacific Coast for the Granby Mfg. Co., 
makers of platinum and gold jewelry, 100 
W. 2ist St. left last week for their re- 
spective territories. 

Julius Kaufman, of Goodfriend Bros., 
importers of pearls and precious stones, 13 
Maiden Lane, returned from abroad last 
week on the steamship Olympic. Mr. Kauf- 
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numbers, as is customary) is being pawned 
and sold in this city under suspicious cir- 
cumstances. The Jewelers’ Cooperative 
Bureau is anxious to learn the names of 
manuiacturers stamping their goods in this 
manner, so requests that all jewelers using 
this method communicate with President 
Harry C. Larter, 21 Maiden Lane. 
Charles Lower, who on Wednesday, July 
14, was arrested shortly after leaving the- 
Empire State race track charged with 
stealing a diamond ring worth $435 from 
Charles Jansen, son of H. Gamse Jansen, 








Still Smashing Records 


During the half year just closed (Jan. 1 to June 30, 1920) 
The Jewelers’ Circular published 3,370 pages of advertising, 
which exceeded by 566 pages the record for any previous 6 
months in the 51 years’ existence of The Jewelers’ Circular, 
and which, as usual, was more than was published by the 6 
other jewelry journals combined, and 2,146 pages more than 


any one of them. 


This is conclusive proof that the manufacturers, importers 
and jobbers in the jewelry and allied trades are alive to the 
great opportunity offered for business expansion and thor- 


oughly recognize and appreciate the 


ominant position 


held by The Jewelers’ Circular as the one great medium 
between the buyers and sellers. 








man was abroad for two months, during 
which time he visited the European mar- 
kets. 

The Metropolitan Museum of Art re- 
ported during the past week that the insti- 
tution has been loaned 24 pieces of silver 
of English make dating from 1775-1780. 
This silver was loaned by Mrs. J. W. Cutler 
and is on display at the Museum in Wing 
H, Room 13. 

Louis Castagnetta, of I. Castagnetta & 
Sons, dealers in diamonds, watches and 
jewelry, 51 Maiden Lane, was one of the 
delegates to the Republican convention held 
last week at Saratoga. Mr. Castagnetta 
represented the Bronx and was sent from 
the 25th Congressional District. 

Among the callers at the offices of THE 
Jeweers’ CircuLar during the past week 
was J. F. Pieper, a retail jeweler of Coving- 
ton, Ky. Before coming to this city, Mr. 
Pieper spent several days at Atlantic City. 
He remained in this city a short time and 
expected to return home today (Wednes- 
day). : 

According to information made known 
last week a great deal of platinum jewelry 
bearing stamped numerals (not scratched 


retail jeweler, 277 Eighth Ave., this city, 
was brought before Judge Nott in Part I, 
Court of General Sessions, last Friday and 
given a suspended sentence. Previous to 
being sentenced, Lower had pleaded guilty 
to an indictment charging him with grand 
larceny in the first degree. This was Low- 
er’s first offence and the fact that he re- 
deemed the stolen ring from the pawnshop 
and returned it to the jeweler, accounts for 
Judge Nott’s action in suspending sentence. 
As previously reported in these columns, 
Lower walked into Jansen’s jewelry store, 
and while examining a diamond ring worth 
$485, dashed out of the store with the ar- 
ticle. Through some clever detective work 
on the part of Charles Jansen, the thief was 
caught the following day shortly after leav- 
ing the Empire State race track. He was 
arraigned and after pleading guilty to a 
complaint charging him with grand larceny, 
was held at $1,000 bail. He was indicted 
on July 21 on a charge of grand larceny in 
the first degree and on the following day 
entered his plea’ of guilty. Lower is 24 
years old, was born in. Williamstown, Pa., 
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SOLIDARITY: “The Case That Courts 


Mr. Retailer: 


Discriminating jewelers have featured Solidarity 


Gold Cases for OVER THIRTY YEARS— 
Could any higher tribute be paid our product? 










Representative Watch Jobbers 





Pendant and Bow Patented. are Solidarity Jobbers 
HN W. SHERWOOD I y LOUIS J. MON 
President SOLIDARI WATCH CASE CO. Seustepieaeee 
. ON ° (ESTABLISHED OVER GEORGE SALZ 
:AR M. GAMM 15 Maiden Lane, New York THIRTY YEARS) Asst. Secretary-Tressurer 
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a 
d for the past two years has lived in this 
a. When arrested, it was claimed, $150 


was found in his possession. This the pris- 
oner admitted, according to the police, was 
the proceeds derived from pawning the ring, 
which he later redeemed and returned to the 
i "- 

ee Danziger, W. Cole Dudley and 
Jerome Wiener, all diamond dealers of this 
city, spent a pleasant few days last week 
cruising in the vicinity of Far Rockaway 
on the yacht Mitpah III, owned by I- Meyer, 
a diamond dealer at 71 Nassau St. 

Henry Bloch, of Didisheim-Goldschmidt 
Fils & Cie, makers of watches and precision 
instruments, La Chaux-de-Fonds, Switzer- 
land, was among the visitors to the offices 
of THE JEWELERS’ CrRCULAR on Monday. 
During his stay in this city Mr. Bloch is 
making his headquarters at the Pennsyl- 
vania Hotel. 

Larter & Sons, manufacturing jewelers, 
23 Maiden Lane, announced on Monday that 
their factory in Newark, N. J., has been 
closed for the annual two weeks’ vacation 
and overhauling. The factory closed on 
Aug. 2, and will remain shut down until 
Aug. 16, during which time no repair or 
special order work will be done. 

A suit of interest to the trade has been 
filed in the Supreme Court by the Denni- 
son Mfg. Co. against John V. Cockcroft, 
Inc., owner of the property at 15 John St., 
to foreclose a mortgage for $215,000. The 
mortgage was obtained by the late John V. 
Cockcroft some years ago and after his 
death the premises were transferred to John 
C. Cockcroft, Inc. The suit is brought be- 
cause of the non-payment of installments 
of $25,000 due on the mortgage since 1918. 
The complaint asks that the premises be 
sold. Among the defendants named in the 
action are the tenants, a number of which 
are in the jewelry trade. 

The Lavelle Jewelry Shop, Inc., has sued 
Sands & Appel in the Supreme Court for 
$3,125 arising out of a proposal to buy dia- 
monds in Germany. The complaint, by 
Chester E. Frankel, alleges that on Feb, 24 
last Sands & Appel sold the plaintiff 
100,000 German marks at $1,080, then their 
equivalent in American money and the 
plaintiff agreed to transfer the marks to a 
person the defendants represented to be 
their agent in Germany with which he was 
to buy diamonds in Germany, and the de- 
fendants were to get 25 per cent of the 
profits on the resale of the stones in this 
country. It is alleged that the defendants 
did not transfer the money to Germany and 
no diamonds were purchased, but the de- 
fendants refused to return the money. The 
plaintiffs sue for $3,125 which they allege 
was the value of the money when demand 
was made for it. 








Thomas H. Anderson, for years a jeweler 
at Bedford, 1nd., died recently of rheuma- 
tism at the home of his daughter, Mrs. 
Edith Anderson, of Terre Haute. He is 
survived by his widow, two sons and one 
daughter. 
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ADMITS HIS GUILT 


Roland Belgard Pleads Guilty to Grand 
Larceny, Burglary and Receiving Stolen 
Goods—Two Suspects Plead Not Guilty 


Roland Belgard, one of the trio arrested 
charged with smashing the window in the 
jewelry store of S. Meyer, 170 E. Houston 
St., New York, on July 17, was brought 
before Judge McIntyre in the Court of Gen- 
eral Sessions, last Monday and pleaded guilty 
to an indictment charging grand larceny 
burglary and receiving stolen goods. The 
prisoner will be sentenced on Wednesday, 
Aug. 11. 

William Kopp and ‘Felix J. Prevette, 
who were arrested shortly after the window 
smashing and who were indicted with Bel- 
gard, pleaded not guilty to the charges 
resting against them, before Judge Nott 
last Friday. 

As previously reported in these columns, 
the window in the Meyer store was 
smashed on July 17 with a cobblestone 
wrapped in newspaper, by three men who 
stole rings worth $2,250. A chase followed 
the smashing of the window and resulted 
in the capturing of one of the men and the 
recovery of the stolen merchandise. Later 
in the evening two other men were arrested 
charged with being implicated in the rob- 
bery. 

When Belgard, Kopp and Prevette were 
arraigned in the Magistrates Court on 
July 19 they pleaded guilty to the complaint 
lodged by the jeweler, and were each held 
in $10,000 ‘bail. On July 27 the trio were 
indicted by the grand jury charged with 
burglary in the third degree, grand larceny 
in the first degree and receiving stolen 
goods. Despite their former pleas of guilty, 
Kopp and Prevette pleaded not guilty to 
the indictment and are now being held in 
$10,000 bail each. 

Belgard is 16 years old and gives New 
York City as the place of his birth. He 
lately resided in Plattsburg, N. Y., and is 
a farm hand. Prevette claims to be 19 
years old and a resident of Brooklyn. He 
was born in Italy and is a laborer. Kopp 
asserts that he was born in this country 
24 years ago. He lived on E. 120th St., 
New York and is a peddler. 











LAST HONORS PAID 


Business in Attleboro Practically Suspended 
During Funeral of the Late J. M. Fisher 


ATTLEBORO, Mass., July 31.—The funeral 
of the late john M. Fisher was held last 
Tuesday from the Methodist Church, of 
which the deceased was a member for 54 
years. The services were largely attended, 
and business was practically suspended in 
the city during the hour of the funeral. 

Rev. Edward C. Wells was in charge of 
the service, and he was assisted by Rev. 
William C. Thompson, chaplain of the 
State Prohibition Committee. Delegations 
were present from the W. C. T. U. Manu- 
facturing Jewelers Association and sev- 
eral of the banking associations. 

The pall bearers were: John W. Sim- 
monds, Edmond P. Alfred, Fred C. Sim- 
mons, Joseph M. Seagraves, A. S. Ingra- 
ham and Charles O. Sweet. 
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Dietz & Shuman, tool makers, have 
moved from 34 Marshall St, to the third 
floor at 313 Halsey St. 

The C. & G. Mfg. Co., manufacturer of 
sterling silver and metal novelties, has 
moved from its old quarters at Mulberry 
and Emmett Sts., to 23 Marshall St. 

Herbert M. Huger, who last week visited 
the trade in large cities through New Eng- 
land in the interest of his concern, Wm. 
Huger & Co., is calling on the trade in New 
York State this week. 

Incorporation papers have been. filed for 
the Crescent Ring Co., 9 Clinton St. The 
authorized capital stock is $125,000. The 
incorporators are Peter Lambusta, Herman 
. Hartstein and Abraham Braniman. 

Fried, Mills & Co., manufacturers of op-' 
tical goods, has moved from 34 Marshall 
St. to Irvington. The 14 Kt. Star Jewelry 
Mfg. Co., now located at 50 Columbia ’St., 
will move into the quarters left vacant by 
Fried, Mills & Co. 

J. M. Anderson is on a trip which in- 
cludes visits to the trade in Philadelphia, 
Baltimore and Washington in the. interest 
of E. H. Eastwood & Co., manufacturing 
jewelers at 34 Marshall St. George H. 
Rover and L. L. Whitney are visiting the 
trade in different portions of the south. 

Fred H. Felger leaves this week for a 
trip through the middle west in the interest 
of his concern, F. & F. Felger, manufactur- 
ing jewelers at 46 Marshall St. F. C. D. 
Bonner is visiting the trade for the concern 
in Philadelphia, Baltimore and Washing- 
ton, and William Pleuger is visiting the 
south. 








New Enterprises. 





Carl Jensen has opened a new jewelry 
store at Elk Horn, Ia. 

W. A. Wollenman has opened a new 
store in Ferdinand, Ind. 

Alfred Vester Sons Inc., has started in 
business at Providence, R. I. 

Ames Watch Hospital is the name of a 
new store on Hanover St., Boston, Mass. 

J. Greenberg will shortly open a retail 
stote on Walnut St., between Fourth and 
Fifth Sts., Louisville, Ky. 

The Liberty Optical & Jewelry Co., with 
S. Nevelson in charge, has opened a store 
at 196 Thames St., Newport, R. I. 

“Jewelry Hospital” is the name of a 
jewelry repairing business which has 
opened at 829 Broad St., Newark, N. J. 








A Correction 


The reports which were published re- 
cently relative to the robbery of the jewelry 
store of H. R. Daniel, Lusk, Wyo., were in- 
correct in so far as the amount of the loot 
taken was concerned. Mr. Daniel reports 
that only about $150 worth of stock was 
taken, which is an insignificant amount 
compared with the amount of stock which 
he carries. This correction is published in 
order to clear up any misunderstanding 
which may have evisen as a result of the 
former report. 
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G6 WHY 


WHY are you pinched for working capital? 


WHY do you give interest-bearing notes for mer- 
chandise? 


WHY is the year-end inventory so large? 


‘** BECAUSE”? 


You Have Dead Stock and Poor Sellers 


Every jeweler who keeps his stock up to date must 
have a fair percentage of undesirable merchandise. 
You can sell these sleepers in quick time and get 
J. A. CONN REAL CASH FOR THEM. 


“CONN MEANS CASH” 


He will conduct a stock-reduction auction sale any time you desire. lesire. With the rapid-fire, up-to-the-minute, 
75 centimeter methods he injects in the selling, the cash returns will surprise you. 

He can crowd your establishment from the first tap of the hammer until the weighted shelves are swept 
clean of every piece of old goods. 

AND REMEMBER, this means to you, NO RETURNS, NO CHARGES, NO C. O. D’s, and best of 
all, the real U. S. MONEY in exchange for dead merchandise. 

Phone, Write or Wire Today All correspondence handled in confidence 


Ber J. A. CONN itive, scent 


Phone Central -5677-K 












































ISSUED ANNUALLY 


A Tale of Two Cities 


One of the most reliable and popular houses on ; 9 ° 
Fifth Avenue, New York City, and the leading jewel- The Jewelers Circular 
er of Rutherford, N. J., testify: ‘“Since carrying your 
Sheffield Glass Holder (for 6 glasses) our sales on 


glasses and spoons have increased nearly 500%.” B | Di t 

Similar reports arriving daily. : uyers rec ory 
The most compact and most salable refreshment 

set on the market. Holder price $84.00 per doz., 


less Jewelers’ Circular discount. 
For $3.75 we will forward sample to any jeweler A 


of the 



































BUYING AGENT 





in the U. S. A. Manufacturers, Importers and Jobbers 

Ask for No. H316 Ice Tea or Lemonade Glass Holder —s 

Charles H. Middleton Co., Inc. , 

124 Maiden Lane N. Y. City, N. Y. Jewelry and Kindred Trades 
PRICE ONE DOLLAR 


Copyright, 1920, by 


The Jewelers’ Circular Pub. Co. 





A Swiss watch dealer with best technical and commer- 


cial experience, would like to act, on commission basis, 
as purchasing agent for a few reliable American firms. 11 John Street, New York 
References exchanged. 


H. Haefliger, Horlogerie, Lucerne, Switzerland 






































Harry Clare has purchased the jewelry 
business of Morris Hahn, Brookline. 

Fred Elliott, formerly with H. Dodge, 
Lynn, has purchased a jewelry store in 
Richmond, Me. 

Louis Swartz has opened a new store on 
Hanover St., under the name of the Ames 

Hospital. 

yo Williams, jeweler, Medford, has 
gone to reside in Los Angeles, where he 
expects to engage 1n the jewelry business. 

Si Beckenstein, of E. A. Cowan-M. Myers 
Co, has returned from a month’s vacation 
in Maine and has started on an extended 
trip west. ; 

I Luftig and M. Halpern, jewelers, 
Jewelers building, have branched out in the 
cuttlefish business, and have arranged to 
jmport supplies from Europe. This is said 
to be the first Boston house to import di- 
rect, goods being obtained hitherto from 
New York. 

Harry Wright, manager of the W. A. 
Thompson Co., Tremont St., has returned 
from three weeks’ tour in Canada, where 
he visited half a dozen jewelry stores in 
Toronto and other cities. He was greatly 
impressed by those in Toronto, which he 
says compare most favorably with the best 
in Boston. ; 

Several Boston jewelers and opticians in- 
vested money: with Charles Ponzi, whose 
financial transactions, netting him and his 
supporters almost fabulous profits, are now 
under investigation by Federal and State 
authorities. In some cases the jewelers 
have received payment with handsome divi- 
dends, but others have yet to recover their 
money. 

The Goldland Jewelry Co. has just com- 
pleted the work of making a diamond- 
studded case for what is said to be the 
smallest Swiss watch imported in Boston. 
The movement is slightly less than half 
an inch in length, and about three-eighths 
in width, and is shaped oval. The case is 
oblong and contains 318 diamonds, the 
whole being valued at $1,500. 

A new type of organized theft which in 
scope rivals the wave of automobile thefts 
which recently swept the country, came to 
light last week when it was made known 
that Harvard College laboratories had been 
systematically robbed of their platinum sup- 
ply and equipment. The loss is said to 
aggregate thousands of dollars. Several 
cases of platinum thieving have been run 
down and one student was arrested when 
he tried to unload his loot at a pawnshop 
on Hanover St. The articles stolen were 
largely platinum receptacles and wire. So 
far this is the only arrest the police have 
made, as the thieves apparently leave not 
the slightest clue behind. 

The E. H. Saxton Co., a Massachusetts 
corporation, wholesale jewelers, has just 
celebrated its 3lst anniversary in business 
by increasing its capital stock to $75,000, 
with an individual surplus to allow for de- 
Preciation during the readjustment period. 
This is the second time within eight years 
that this house has had occasion to double 
its paid-in capital to meet the exigencies of 
growing trade. The business was started 
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by E. H. Saxton, who rented safe room in 
an office at 403 Washington St., after he 
had been in the employ of the late D. C. 
Percival for some time. Then he moved 
to 58 Winter St., where his wholesale 
jewelry trade thrived healthily. Removal 
was subsequently made to the spacious 
offices in the Washington building. E. W. 
Stone, the manager, and one of the most 
popular jewelers in Boston, became an offi- 
cer of the company in 1912. Previously he 
had been for years with the J. B. Humphrey 
Co., jong since defunct. L. D. Cotton, 
treasurer, formerly with L. I. Pendleton & 
Sons Co., took office in 1910, and now rep- 
resents the Saxon company as a salesman 
on the road. 

The son of A. E. Fisk, jeweler, was acci- 
dentally drowned when a canoe which he 
and a friend were paddling on East Pond, 
East Wakefield, N. H., was overturned 
Sunday, July 25. Fisk and his companion 
were in the act of changing sides when the 
boat capsized. Tyler clung to one side of 
the canoe and Fisk to the other. Tyler, 
who was a good swimmer, soon struck out 
for shore, and as he released his side the 
canoe turned over, causing young Fisk to 
lose his hold. Although he, too, was ex- 
pert in the water, he submerged, rose and 
went down again, but was never seen again 
until his body was recovered five days later. 
L. D. Cotton, treasurer of the E. H. Saxton 
Co., wholesale jewelers, who was at East 
Wakefield, with the assistance of searchers 
in four other boats, grappled the water in- 
cessantly for five days, when Fisk’s body 
was finally dragged from the bottom. It 
was evident that the young man had be- 
come entangled in the weeds which pre- 
vented him from saving himself. The body 
was considerably lacerated in dragging it 
from the water. Fisk, who was only 24 
years of age, was an extremely lovable and 
cheerful young man, and his sad end has 
caused keen regret among his friends and 
business associates. The sympathy of the 
trade is extended to the father in his be- 
reavement. 








Canada Notes. 





A. Sansfacon, jeweler, is registered in 
Montreal. 

J. A. Borbridge has purchased the estate 
of Allen McFee, jeweler, of Belleville, Ont. 

Out-of-town jewelers calling on the To- 
ronto trade recently included George L. 
Wehrley, Harriston; B. McCarty, Lindsay; 
William Busby, Oakville, and F. R .Clarke, 
Peterboro—all Ontario. 

During the early hours one morning 
recently, the jewelry store of L. Singer, 
28 St. Catherine St. W., Montreal, was 
robbed of goods valued at about $110. The 
thief carried out the robbery by means of 
a hole in the store window which had been 
covered by a tin plate, which he removed. 

S. A. Stoddart, jeweler of Victoria, B. C., 
was recently assaulted in a little room be- 
hind his store on Douglas St. by a man 
who inflicted a serious wound on Mr. Stod- 
dart’s head, and when help arrived escaped 
by jumping through the glass of a back 
door. The assailarit is known to the police 
and every effort is being made to arrest 
him. Mr. Stoddart was taken to the hos- 
pital in a critical condition. 
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William J. Powers, 809 Sansom St.,, is ill 
at his home. 

Jenjamin Cook, of B. Cook & Sons, 826 
Walnut St., is seriously ill. 

Charles H. Hambly, retailer of 916 Chest- 
nut St., is spending the Summer at Atlantic 
City, N. J. 

Leon K. Zeidler and family, a wholesale 
jeweler of 929 Chestnut St. are spending 
the Summer at Ocean City, N. J. 

H. Thoman, a retail jeweler of Wood- 
bury, N. J., is recovering from an operation 
necessitated by an infection in an eye. 

Mr. and Mrs. A. Goldstein have an- 
nounced the betrothal of their daughter, 
Mignon, to John J. Herman, a trade jeweler 
of 711 Sansom St. 

Samuel Isenberg, who formerly conducted 
a retail store at 2820 Kensington Ave., is 
moving into his new place of business at 
llth St. and Girard Ave. 

John M. J. Costello, one of the Knights 
of Columbus from here, who will attend the 
unveiling of the K. of C.’s statue to France 
at Metz, left here Thursday for Europe. 

Miss Eleanor Kirshnek, a daughter of 
John Kirshnek, a Media Pa., jeweler, was 
badly cut and bruised when run down by 
an automobile at the shore a few days ago. 
About six months ago Mr. Kirshnek re- 
ceived severe injuries in a similar manner. 

Announcement has been made of the en- 
gagement of Miss Lena Schaeffer and 
Henry Graham, a brother-in-law of M. E. 
Gordon, ef the firm of Aisenstein & Gorden, 
712 Sansome St. Mr. Graham is city sales- 
man for the same firm and Miss Schaeffer, 
a bookkeeper. This is the second recent 
engagement of employes in the A. & G. 
store. ' 





San Diego, Cal. 





As a feature of a special window display 
at the store of J. Jessop & Sons, San Diego, 
Cal., recently there was a fully equipped 
miniature wireless plant, including masts, 
receiving station and other details. People 
on the street were able to catch the mes- 
sages by means of flashes of a tiny electric 
bulb. Nearby was a card bearing the 
Morse Code, so that the flashes might be 
interpreted as they came. The messages 
had to do with the advertising of the vari- 
ous departments of the store, such as watch- 
making, optical work, general stock, etc. 
The wireless masts, as well as all the equip- 
ment, were made by a member of the store’s 
staff. The display attracted much attention. 
Another recent display at the Jessop store 
was a full set of medal-making dies, with 
medals in all stages of manufacture. Ar- 
mand Jessop, of J. Jessop & Sons, has been 
elected a member of the board of directors 
of the Merchants’ Association. 








An announcement was made last week 
by Greenbaum, Wolff & Ernst, attorneys 
for the National Jewelers’ Board of Trade, 
15 Maiden Lane, New York, requesting all 
creditors of Winfield Maysel, formerly a 
retail jeweler of Chester, Pa., to communi- 
cate with them at once. 
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Chicago Notes. 





C. H. McNeall, Quincy, Ill. was a recent 
yisiting buyer in town. 

G. J. Jessen, Rensselaer, Ind., spent a few 
days in the city on business. 

J. Frank Goudy, Fairbury, IIl., spent a 
few days in the city recently. 

Joe Goldstone, of the Blauer-Goldstone 
Co. returned Saturday from a_ business 
trip to New York. 

P. M. Nelson left the city early this week 
for a three weeks’ business trip through 
Jowa and Wisconsin. 

William La Fountain, retail jeweler, from 
Princeton, Ill., and his wife, were visitors 
to the city last week. 

W. E. Clow, of the W. E. Clow & Co., 
is at present motoring through Michigan, 
Ontario, Can., and the eastern States. 

Joe Block, of the Block-Weinfield firm, 
29 E. Madison St., left this week on a busi- 
ness trip through the southwestern territory. 

Louis Kohn, wholesale jeweler, 5 S. Wa- 
bash Ave., is spending his week end at his 
cottage in Watervliet, Mich., this Summer. 

Morgan D. Wise, of Rockford, Ill, spent 
a day in the city last week. Carl Lindquist, 
also from Rockford, was a buyer in the city 
last week. 

C. J. Roehr, vice-president and treasurer 
of the Bassett Jewelry Co., paid a visit 
from Providence, R. I., to the Chicago of- 
fice last week. 

A. L. Hancock, of the Bassett Jewelry 
Co., is stopping over in the city for about 
a week, after returning from a trip to 
Michigan and Wisconsin last Friday. 

Sigmund Thein, wholesale jeweler, Hey- 
worth building, expects to leave the city on 
a business trip about the first of August to 
cover the Illinois territory. His trip will 
consume one month. 

The firm of Paul and Adolph Braude, 
wholesale jewelers in the Heyworth build- 
ing, recently purchased a brand new sedan 
car in which to make the rounds and cover 
the local territory. It is for Paul Braude, 
who covers the city trade. 

Ben Teitelman, manufacturers’ repre- 
sentative here, is leaving the city this week 
for a trip to Starved Rock, Ill. He will be 
accompanied on this trip by V. P. Weber, 
a member of a firm of platinum and silver- 
smiths, 

Emil Braude has returned from Mt. 
Clemens, where he and his wife spent a few 
weeks of his vacation. Mr. Braude’s son, 
Jacob, who graduated from the law course 
at the Chicago University last June, was 
admitted to the bar here last week. 


C. A. Mumford & Co., wholesale jewel- 
ers, have moved their offices from the 
Mallers building, where they were located 
for eight or nine years, to room 502 Co- 
lumbus Memorial building, 31 N. State St. 
They now have ample room to carry a 
much larger stock. 

A member of the wholesale watch trade 
here says that none of the dealers at the 
present time are holding a surplus stock. 
Jebbers are getting only sufficient to carry 
them over and fill their orders. He further 
stated that there was a very noticeable de- 
mand for the higher-grade watches. 

C. E. Baumrucker, a member of the firm 
of Jones & Baumrucker, is going to take 
his family to Beaver Lake, Hartlan, Wis., 
the end of this week. He will probably 
spend two weeks there and return to the 
city. He will later make week-end trips to 
Beaver Lake, where he will leave the family 
for the Summer. 

C. M. Arkens, a retail jeweler, from 
Frankfort, Ind., and his wife stopped over 
in Chicago on their way to the east. Mr. 
and Mrs. Arkens are well-known members 
of the trade here and are on a pleasure 
jaunt.this Summer. It is expected that they 
will leave Chicago by boat and visit some 
of the famous lake resorts in the east. 

J. H. Manheimer expects to leave the 
city shortly to cover the western territory 
for the firm of Louis Manheimer & Bros. 
S. Leibson, of the same firm, will shortly 
leave to cover the Oklahoma territory and 
William Shapiro, also of the same com- 
pany, will start out to cover the Wisconsin 
territory about Aug. 1. All the above men 
are enthusiastic over the outlook of the 
Fall trade. 

Victor Hume, manufacturers’ representa- 
tive with offices in the Heyworth building, 
is still looking for the automobile he pur- 
chased two weeks ago. He ran across quite 
a bargain in used car and paid the stranger 
cash for the car. As a few little adjust- 
ments were to be made on the car, Mr. 
Hume left it in the stranger’s garage until 
the day following and when he went for 
the car he could find neither the car nor 
the man. 

Sunday of last week, Joe Hagn, of the 
Joseph Hagn Co., had occasion to visit the 
store in the afternoon and left his car in 
the street. He was detained longer than 
expected and when he started home dis- 
covered the car missing. The police were 
notified and description flashed to all sta- 
tions. About 3 o’clock Monday morning 
police from the Chicago Ave. station recog- 
nized the car and gave chase. When a tire 





came off Hagn’s car the thieves abandoned 
it and escaped into the railroad yards as the 
police fired many shots without effect. Hagn 
recovered his car, but it was considerably 
damaged. 

Miss Katherine Dokoochief, a refugee 
from Samara, Russia, where her father 
was one of the largest landholders, after 
many thrilling adventures finally arrived 
safely in Chicago and is now stopping with 
friends here. Miss Dokoochief relates the 
story of the attempt by Bolshevist agents 
to sell the imperial crown jewels of Russia 
to the government of Holland. Many 
million dollars are expected to be derived 
from this sale by the Lenine government. 
The gems were looted after the flight of 
the Czar and Czarina. Miss Dokoochief 
states that Holland will not, however, have 
anything to do with the jewels, as the pur- 
chase of them by that country might be 
construed as evidence of her countenancing 
Bolshevism. The Russian royal jewels em- 
braces one of the choicest collections in 
the world. They are reported to be at this 
time in Germany. Negotiations for their 
sale are being carried on there. 

The corporate name of Emil Braude & 
Bro. has been changed to Emil Braude & 
Sons, Inc. During the past few years three 
sons of Mr. Braude, Lester, Sidney and 
Benjamin, have been associated with him in 
the management of the business. Feeling 
that so much of the success of the business 
is due to their efforts, he desired to have 
their names associated with the business. 
Mr. Braude started this business in a very 
small way in 1894. In 1900 he opened 
officers in the Masonic Temple and began 
business as Emil Braude & Bro. When the 
Heyworth building was completed in 1905 
the business was moved here and through 
several changes due to growth of the busi- 
ness came to the third floor where addi- 
tional space has been taken from time to 
time. The concern now occupies a large 
space on this floor, employ about 40 people 
and have three representatives on the road. 
Officers of the company now are Emil 
Braude, president; Lester Braude, treasurer, 
and Sidney Braude, secretary. As now 
organized, Mr. Braude is able to give much 
more time to his wotk with various chari- 
table institutions, a work in which he has 
always devoted much time and money. 

Henry Siegel, of the firm of Lesch & 
Lewis, manufacturing jewelers, who has 
just returned from a business trip covering 
the southern territory, reports business as 
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very good in the south. He expects to 
shortly go to Atlantic City on pleasure bent. 
Harry Lesch, of Lesch & Lewis, is at the 
present time in the east. 

Wili Henon, Mattoon, IIl., stopped in the 
city a few days ago and paid a visit to 
friends in the trade. 

Ernest Block, representing Louis Stern 
Co., left Sunday for St. Louis and southern 
cities for a three weeks’ business trip. 

W. E. Pennell, Trenton, Mo., was among 
the visiting buyers here in the past week, as 
was George A. Rohure, of Cochaine, Wis. 

H. J. Bouchard, of Bouchard-Longden- 
Geier Co., has returned from a three weeks’ 
pleasure trip spent in the wilds of Wiscon- 
sin. 

W. G. Fox, Muskegon, Mich., spent a few 
days in the city recently, as did H. L. 
Stein, Muskogee, Okla.; Len H. Herman 
and George J. Carter, both of Waukon, III, 
and J. S. Beck, Ulricksville. 

Karl Moller, a diamond dealer of New 
York city, is at the present time in Chicago. 
He will probably spend two weeks here 
visiting the trade. Mr. Moller and his wife 
came here from Atlantic City, where it is 
reported they spent a very pleasant vacation. 

Leon Mindell, platinum jewelry designer, 
associated with Lebolt & Co., State St. 
jewelers, was married recently to Miss Til- 
lie Rosenthal at her home in Kansas City. 
After a camping trip in the Ozarks they 
will return to Chicago, where the groom has 
fitted up a new home. 

The second golf outing of the Chicago 
Jewelers’ Association will be held on Tues- 
day, Aug. 10, at the La Grange Country 
Club, M. J. Kelly, of Rogers, Lunt & Bow- 
len, doing the hopors. The trip will be 
made on the C., B. & Q. road leaving Union 
Station at 11 a. mM. Lunch will be served 
and play begin at 1.30. After the game, 
dinner will be served and results of play 
announced. The events are about the same 
as at the first with a few interesting ones 
added. One is called the “flag” event. 
Each player is given a flag at the start. 
To his handicap he adds 85 and when he 
has made that number of strokes he plants 
the flag where the ball lies. The one carry- 
ing his ball furtherest receives the prize. 
A prize will also be given to the best two- 
some, all players being paired before the 
foursomes start play. 











Mr. and Mrs. J. H. Mace are at Sunset 
Beach, Glenwood, Minn. 

Edgar Hoefer, of the C. A. 
is in St. Louis for two weeks. 

Edwin Maker, formerly with D. Wilcox, 
Providence, R. I., is now with the Porter & 
Wiser Jewelry Co. 

A. Herman, of the Porter & Wiser 
Jewelry Co., is visiting relatives in St. 
Louis. He and his family will motor from 
there to Colorado for a month’s visit. 

W. O. Hensley, manager of the Kansas 
City Clock & Silverware Co., has returned 


Kiger Co., 
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from a vacation in the Ozarks and has gone 
on a business trip through Kansas and Mis- 
souri. 

C. M. Kiger has returned from a trip 
through Kansas and Oklahoma for the pur- 
pose of investigating conditions. He found 
crops in splendid condition and the outlook 
for next season’s business very bright. 

I. W. Plank, superintendent of the 
watchmaking division of Harris-Goar 
Jewelry Co., has gone to join his wife and 
daughter, who have been in New York for 
the past’ two months. Before returning 
home they will visit the principal cities in 
the east. 

L. F. Horton has returned from Daven- 
port, Ia., where he was engaged in govern- 
ment work, and is now with the Boyce- 
Ware Jewelry Co. Mr. Horton was with 
the Cady & Olmstead Jewelry Co. before 
entering government service in connection 
with war work. 

Among the recent visitors in the city 
were: Carl Ricker, Emporia, Kans.; C. J. 
Keil, Clinton; Mr. and Mrs. W. H. Gray, 
Ashland, Kans.; Mr. and Mrs. Henry 
Tholan, Hays City, Kans.; Joseph Thomp- 
son, Lawson; J. A. Zimmerman, Warrens- 
burg; H. C. Coleman, Dalhart, Tex.; Hugh 
Mack, Army City, Kans.; Ben Green, Polo, 
Mo.; Mr. and Mrs. E. H. McClintock, 
Garden City; Sam C. Lee, Holden; Carl 
Haag, Osawatomie, Kans.; L. Megrede, 
Richmond; M. A. Lewis, Bonner Springs, 
Kans.; Mrs. M. F. Koehler, Independence. 











Henry J. Oberst, one of the best known 
retail jewelers of the South Side in Mil- 
waukee, is taking the initiative in the or- 
ganization of an association of business 
men located along Grove St. and National 
Ave., to serve the mutual interests of* the 
neighborhood. 

The sympathy of the trade goes out to 
Archie Tegtmeyer, a widely known retail 
jeweler at Grand Ave. and 4th St., at the 
death of his mother, Mrs. Meta Tegtmeyer, 
who died at her home in Milwaukee on 


July 25, at the age of 74 years. Mr. Tegt- 
meyer died in 1911. 
According to reports from Stoughton, 


Wis., a new retail jewelry store will be 
opened within a short time in the quarters 
recently vacated by C. E. Doolittle, who 
moved his store to a new and larger build- 
ing. The identity of the prospective en- 
trant is not revealed, however. 

john P. Hess, head of the J. P. Hess Co., 
88 S. Main St., Fond du Lac, Wis., was the 
speaker of the day at last week’s luncheon 
of the Rotary Club, with which he became 
affiliated several months ago. Mr. Hess 
dwelt principally upon watchmaking and 
the merchandising of diamonds and fine 
jewelry. 

Michael K. Raidy, formerly vice-presi- 
dent of the J. P. Hess Co., a leading jewelry 
and optical concern at Fond du Lac, Wis. 
is now located in Milwaukee as treasurer 
and business manager of the E. W. Clark 
Motor Co.. a Fond du Lac company which 
has established headquarters in the Wis- 
consin metropolis for the wholesale dis- 
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Raidy’s offices are ot agoingttis, Site. Me, 
y é 96-458 Jackson St 

August A. Lueck, Antigo, Wis., has rt 
reappointed a member of the Wi or 
State Board of Examiners ; ne 
by Gov. E. L. Philing foe ey optometry 

y _ . Philipp for the five-yea 
term expiring Aug. 9, 1925. Mr. Lueck w : 
an original appointee and served as ch “ei 
man of the board in 1919, wit 

J. A. Rummele, Manitowoc, Wis. 
ducting one of the leading retail jewelry 
Stores in eastern Wisconsin, is receiving 
some valuable publicity from its installa- 
tion of a large illuminated clock in the 
nine-story tower of the new main factory 
building of the Aluminum Goods Mfg. Co 
in Manitowoc. —— 

George M. Rank, secretary of the Rank 
& Motterman Co., Wisconsin and E. Water 
Sts., served as chairman of the committee 
in charge of the first annual outing of the 
Gyro Club of Milwaukee, ‘held Tuesday 
July 27, at Lakeside, on Pewaukee Lake. 
The club is one of the largest of local 
branches of the National Gyro Clubs, and 
its membership includes some of the leading 
business and professional men of Mil- 
waukee. 

The Sheboygan Business Men’s Asso- 
ciation, of which W. A. Pfister, retail 
jeweler, is president, held’ its most suc- 
cessful annual outing at Crystal Lake, Wis, 
on Tuesday, July 20. At the annual dinner 
in the evening President Pfister delivered 
an inspiring talk on the need of co-opera- 
tion and praised the merchants of She- 
boygan for their conspicuous success in 
building up a high prestige’in the eyes of 
the prolific farming communities nearby, as 
well as among manufacturers everywhere 
who market their goods through these mer- 
chants. 

In anticipation of the 1921 session of the 
Wisconsin Legislature, convening in Janu- 
ary, and the possibility that the retail mer- 
chants of the State will face a hard fight 
on legislation, a movement has ‘been started 
to form a federation of all retail merchants’ 
associations. A meeting has been called at 
Madison, Wis., on Thurnday, Aug. 12, to 
effect a preliminary organization. A. W. 
Anderson of Neenah, secretary of the Wis- 
consin Retail Jewelers’ Association, has 
been invited to attend, together with the 
secretaries and other officers of the State 
associations of dry goods merchants, shoe 
dealers, clothing and furnishing merchants, 
furniture dealers, hardware men, etc. The 
significance of the movement is broad, for 
it marks the first determined efforts that 
has yet been made by the retailers of Wis- 
consin to get together to fight inimical legis- 
lation as well as support good laws. It is 
believed that existing conditions probably 
will result in the heaviest flood of legisla- 
tion aimed at retailers and business men in 
general that has ever been known, and the 
merchants are preparing to fight back 
harder than ever before. 


» COn- 








An investigation of a sneak theft which 
occurred recently at the jewelry store of 
W. L. Wilhelm. Portsmouth, O., resulted 
in the capture last. week of a gang. of 
negroes. This gang is reported to have 
operated also in Charleston, S. C., and 
Huntington, W. Va., where it is claimed 
they robbed jewelry stores, 
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S. Wurkheim, 717 Market St, is at Seig- 
ler Springs, Lake County, with his family. 

Fred S. Davis has just returned from 
Honolulu where he went for Morgan & 
Allen Co. : 

Henry M. Lipman, wholesale jeweler, 

formerly of 68 Post St., has moved to 12 
St. 

ST stark, 704 Market St., has just re- 

turned from a successful trip through the 

northwest. 

Max Noack, Santa Rosa, stopped in San 
Francisco a few days this week on his way 
home from the east. 

J. T. Kieldy, of Mayer & Weinshenk, is 
leaving in a few days for Honolulu, where 
he will combine business with pleasure. 

David Schwartz, New York diamond 
merchant, has recovered from his recent 
illness. He is registered at the St. Francis. 

The firm of Friedman & Schaen has 
changed its name and is now E. & J. Fried- 
man. The offices have been moved to the 
7th floor of 704 Market St. 

Granat Bros., manufacturing jewelers, 
Mission St., are making old-time wedding 
rings over, so that they look the modern 
“outward and visible tokens’ of matrimony. 

Morris Mayer and Jack Miller, of Mayer 
& Weinshenk are in southern California, 
on a business trip. Stanley Beard, of the 
same firm, is visiting interior points of the 
State. 

Charles Weinshenk, Sr., of Charles Wein- 
shenk & Son, is taking a vacation at Capi- 
tola. Charles Weinshenk, Jr., is camping 
at the foot of Mt. Whitney, spending his 
vacation in mountain climbing. 

A. Isenburg, 85 Post St., has incorporated 
for $50,000. The firm name remains the 
same. A. Isenburg is the president and 
treasurer. Henry Lipman is the vice-presi- 
dent and H. Rittler the secretary. 

F. W. Frisch, Healdsburg, was in town 
last week. While visiting the Jewelers’ 
building, he inadvertently’ left his overcoat 
outside, in his car, and it was almost im- 
mediately stolen. In the pockets were 
papers and notes of value to the owner. 

Charles E. Graebe has just moved his 
jewelry store from 195 Jesse St., to 431 
Stockton St., near the entrance to the mu- 
nicipal tunnel, a much-frequented thorough- 
fare. Mr. Graebe is a staunch advocate 
of THe JEWELERS’ CrRCULAR and is proud 
of the fact that he has been a reader and 
subscriber since the middle of the 80’s. He 
first went into the jewelry business in San 
Jose with Kocher & Blauer, now known 
as R. Kocher Sons. Having worked 
there for 10 years, he moved to this city 
where he has been in business ever since. 
The building on Jesse St., is about to be 
torn down, so Mr. Graebe secured his pres- 
ent location. 








Pacific Coast Notes. 





A. C. Thompson, 315 C. St., San Diego, 
has sold his stock, fixtures and good-will 
to E. B. Slade. 

Frank G. Colombo, 924 J. St. Fresno, 
suffered severe loss from fire a few days 
ago. Mr. Colombo estimates the tota! loss 
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at $40,000, of which $12,000 was covered 
by insurance. The final net loss to him- 
self will total about $16,000. 

Lee C. Swain, Whittier, Cal., has sold 
his stock and fixtures to E. T. Stoddard 
who will remove them in a few days to a 
store some doors away. 

D. Lachman & Sons Co., a retail jewelry 
concern at Seattle, has just become a mem- 
ber of the Wholesale Jewelers and Silver- 
smiths’ Association of the Pacific Coast, 
and will affiliate strongly with the watch- 
case committee of the association. 

Harry E. Freund, who directs the pub- 
licity for the National Jewelers’ Publicity 
Association, has been addressing the Cham- 
ber of Commerce of Portland, Ore. In the 
course of his remarks he asserted that 
jewelry is a necessity and not a luxury. 
“Tokens of affection, sentiment and remem- 
brance” he said are the forms that jewelry 
often takes. His comments aroused wide- 
spread interests, as they threw a new light 
on the jewelry trade for most of the public. 

The Bushnell Mfg. Co., which had a die- 
casting branch in Berkeley, Cal., has found 
its business there growing to such propor- 
tions that it has been necessary to sell 
capital stock, in order to install additions 
to the plant. W. T. Merriman, secretary 
of the firm states that this plant in 
Berkeley has made the Pacific Coast inde- 
pendent of the east, and of the uncertain 
deliveries which have recently marked near- 
ly all lines of shipments from eastern points. 

E. W. Wright, Willows, Cal., who suf- 
fered severe loss when fire swept the busi- 
ness section of that city, is in San Fran- 
cisco at present, looking over the different 
lines to replace his consumed stock. Mr. 
Wright reports that his loss was $7,000 
with $4,000 insurance. After the fire he 
immediately opened up again, in temporary 
quarters, and expects to be in a new brick 
building, on the site of his old location, in 
the near future. 








Omaha. 





L. Moxon, Alliance, has been on a two 
weeks outing trip for his Summer vacation. 

Harry Barnes, Avoca, Ia., plans to spend 
a two weeks vacation fishing at Spirit 
Lake, Ia. 

James Whitney, formerly associated with 
the Reese Tewelry & Optical Co. in this 
city, has just returned from New Mexico 
where he has been for some six months. 

T. J. Bruner, head of the T. J. Bruner 
Tewelry Co., Omaha, is in California with 
Mrs. Bruner and daughter. They expect 
to spend some six weeks on the west coast 
as a vacation. 

H. M. Dayton, Alma, Nebr., visited in 
Omaha on his return from Chicago where 
he attended a convention of phonograph 
dealers. A special car of dealers went to 
Chicago for this meeting. 

Among the jewelers who called on 
Omaha wholesalers during the week were 
J. F. Carnahan, Manila, Ia.; N. Nielsen, 
Harlan, Ia.;: W. E. Fiegenbum, Geneva; 
T. H. Maden, Franklin; Mr. Stenglein 
of the Waterloo Pharmacy, Waterloo; C. 
W. Sawyer, Silver City, Ia.; John Morris, 
Carson, Ia.; Wm.. Metzger, Manning, Ia.; 
Harry Dixon, North Platte; Harry Barnes, 


Avoca, Ia. 
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on his way to Catalina Island for a vaca- 
tion. 

Mrs. Alfred Williams, Needles, Cal., is 
spending some time in this section of the 
State. 

Mr. and Mrs. Wesley, the former of 
White & Wesley, Phoenix, Ariz., are visit- 
ing here. 

Edson Adams, of the Edson, Adams Co., 
San Francisco, has been spending a few 
days among friends in this city. 

Harry Mindlin, Globe, and Ben Lipson, 
of Miami, drove here from Arizona re- 
cently. Mr. Mindlin is spending some time 
with his brother, Ben Mindlin, at Ocean 
Park. The home of the latter is Albu- 
querque. 

M. Goldfeder, of the James A. Apffel Co., 
manufacturing jewelers, who recently went 
to Rochester, Minn., to be operated upon, 
made a good recovery and has just arrived 
home after having extended his trip as far 
east as New York. 

A. Moss, of Moss & Zack, 515 Title Guar- 
antee building, who has been away on a 
vacation for 10 days at Seal Beach, where 
his family, with that of Mr. Zack, are stay- 
ing, has arrived home, and Mr. Zack has 
now gone to the same resort for a week’s 
outing. 

Chester Montgomery, of Montgomery 
Bros., and L. S. Nordlinger, of S. Nord- 
linger & Sons, have been drawn and are 
beth serving on the Federal grand jury. 
C. H. Blake, of the sales force of Brock & 
Co., is serving a three months’ term as a 
juryman in the Superior Court. 

A meeting of the Jewelry Crafts Asso- 
ciation of Los Angeles, was held July 13. 
Most of the time was given up to a discus- 
sion of matters of general interest to the 
members of the association. The treasurer, 
Mr. Williams, made a report showing that 
financially the association was in good 
condition. 

The following out-of-town jewelers have 
been here recently: C. E. Perham and 
Ross R. Day, Long Beach; C. E. Penning- 
ton, Riverside; H. L. Frederick, Santa 
Barbara; Harry Mindlin, Globe, Ariz.; 
George B. Witman, Pomona; A. L. Palis, 
Upland; T. S. Lailey, El Monte; Mr. Hoff- 
man, of J. H. Padgham & Co., Santa Ana; 
Theodore Roberts and A. J. Dutton, Ana- 
heim; S. B. Clem, Redondo; A. A. Good- 
year, Santa Paula; J. W. Ware, San Diego; 
E. W. Cosgrove, Colton; Charles Hanf, 
San Bernardino; Mrs. M. A. Furlong, 
Reedley. 

Frank G. Palumbo, Fresno, who recently 
suffered a serious loss by fire, was here a 
few days ago securing new stock. His 
store was damaged by a fire which started 
in an adjacent furniture store. His loss 
was between $16,000 and $17,000; insured 
for $12,000. He expects to be able to open 
for business again in the same location in 
September. A. E. Springborg also suffered 
loss amounting to several thousand dollars 
recently as the result of a fire. A consider- 
able portion of the damage was done by 
water. As in the case of Mr. Palumbo, the 
fire started next door. 
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HIS Flower Bowl will instantly attract your custom- 
ers, for it is exceptionally graceful in shape. There 
are four distinctive patterns of delicate, engraved 

floral designs that correspond to the use of the use of the 


bowl. 


@ This bowl is in two sizes—10 and 12 inch—with the 
Libbey trade mark on every piece. 


The Libbey Glass Manufacturing Co. 
Toledo, Ohio 
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Making the Summer Months Pay You a Profit 





Expressly for The Jewelers’ Circular by Nolte C. Ament 

















A GROUND hog goes into his hole in 
the Fall and sleeps all Winter. Some 
jewelers are different from the ground hog 
in that they figuratively go into their holes 
about July 1 and sleep all Summer. Rather 
a crude comparison you may say. Never- 
theless true. After the graduation and 
wedding business ceases in June, the aver- 
age jeweler settles down for a nice long rest. 
Why? Because for years and years and 
from generation to generation the jewelry 
trades have become obsessed with the idea 
that their customers do not buy diamonds, 
silverware, etc., during the hot Summer 
months. They believe that outside of May 
and June and November and December they 
must be content with dull business; there- 
fore they do not make the effort to increase 
their sales. 

The jeweler’s “overhead” is just as high 
during the Summer months as any other 
months. Rents must be paid. The sales 
and accounting forces must be maintained; 
therefore a volume of sales must be made 
in order not to lose profits during the hot 
Summer months. 

There are several suggestions which have 
been carried out by the writer which will 
turn the dull Summer months into money 
makers, 

First, do you take the same pride in the 
appearance of your store during July and 
August that you do in other months? Do 
you keep your windows snappy and full of 
seasonable merchandise? Your store should 
be just as attractive to your customers one 
month as another. Floors should be clean. 
Show cases bright and shiny, silver and cut 
glass polished to a nicety, gold goods and 
diamonds tastefully grouped and displayed. 
Window displays should be changed at 
least once a week—twice would be even bet- 
ter. Windows should be kept free from 
dust and trash. If your windows are nicely 


dressed they will attract the passerby and 
create in him a desire for your merchandise. 

Second, display seasonal merchandise. Ice 
water tastes much better when it is poured 
from a silver pitcher. Ice tea glasses, ice 


tea spoons and casters should be excellent 
sellers during the hot Summer months. 

Women are wearing short sleeves this 
Summer, so bracelets will be in vogue. 

Bar pins and beauty pins should be dis- 
played prominently because they add the 
finishing touches to light Summer dresses. 

Birthdays come in Summer just the same 
as Winter, so you should always display 
suitable articles for birthday gifts, both for 
men and women. Vases for flowers should 
sell more readily in Summer than in Winter. 

Third, do you advertise during the Sum- 
mer months? The writer is sorry to say 
that from his observation a majority of 
jewelers discontinue their advertising during 
July and August. Why should they dis- 
continue it? Many readers will doubtless 
say to themselves in answer to this ques- 
tion: “Well, they are dull months. I would 
throw my good money away if I spent it in 
the papers during the Summer.” An answer 
like this is not logical. The department 
stores, men and women’s furnishings stores 
create business by advertising during the 
Summer. Why can’t the jeweler do it? 

There is a certain concern in Washington 
which is a national advertiser. It does not 
sell a necessity and only advertises when 
business is dull, When business is good it 
discontinues advertising, when sales slack 
up it starts advertising again. The owner 
creates business by his advertising and the 
jewelers can certainly do likewise. 

A few years ago the writer followed the 
precedent of discontinuing advertising in 
July and August. The firm always lost 
money during these two months. Finally 
after a conference among the members of 
the firm, the question of advertising during 
the Summer months was brought up. It 
was decided that if the department store 
and men’s furnishings stores could create 
business during the two months, the jewelers 
certainly could. So we decided to try it 
out. We found that business could be 
created by judicious advertising and that 
instead of losses during these months we 
were showing:a profit. We have kept up 


this policy now for over four years and ex- 
pect to keep it up for years to come. 

A recent incident in our advertising has 
convinced the writer beyond all question 
that you can create demand for any article 
you desire. Last February our concern 
started a diamond campaign, using small ad- 
vertisements (2 col. x 80 lines). We used 
these through February, March and April 
and had very good results. 

However, we believed that more sales 
could be created and decided to run an in- 
tensive campaign during the month of May. 
We started May 1 with larger advertise- 
ments (3 col. x 175 lines). 

The day after starting this campaign dia- 
mond. business started with a boom. We 
kept up this campaign until June 5 and 
had a phenomenal diamond business. 

On June 6, we started a campaign on sil- 
ver, using one-half and one-quarter page ad- 
vertisements. The day we stopped advertis- 
ing diamonds, our sales dropped and the day 
we started advertising silver, our silver 
sales picked up. We advertised silver in- 
tensively until June 20, and had the largest 
silver business in the history of our store. 
Diamond sales, however, were not so good 
while we were not advertising them. We 
will start another diamond campaign July 
1 and will continue it in two daily papers 
each day until Dec. 24. According to all 
precedents we should create a big diamond 
business. 

Here’s hoping the retail jeweler who has 
been overlooking his opportunity will 
awaken to the fact that dull business in 
Summer is his fault and not his customers’. 
He must realize that he should not slacken 
his efforts in the slightest and must pull just 
as hard for business in July and August as 
in any other months. 

Try out these simple suggestions regard- 
ing window displays, seasonable merchan- 
dise and advertising and you will not have 
to dread the dull (?) Summer months. 





A little thought will often turn business 
your way. 
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An overwhelming majority of the fountain pens in 
use bear this trademark 








and their reputation for leadership in quality and efficiency has never been suc- 
cessfully challenged. Therefore Waterman’s Ideal Fountain Pen sells without 
argument. It is well known to the public and they accept it as the standard. 

Whenever your sales people have to argue over the sale of a fountain pen, 
they are losing time and you are losing money. 

The percentage of profit on Waterman’s Ideal Fountain Pen is generous; 
the turnover is rapid; it has a world-wide service back of it; and it stays sold. 

Consequently it is a profitable business habit to push Waterman’s Ideal 
Fountain Pen. 

Have you taught your organization to do it? 


L. E. Waterman Company 


191 Broadway, New York 


129 South State St., Chicago, Illinois 17 Stockton St., San Francisco, Calif. 24 School St., Boston, Mass. 
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rived from the adoption of this method of Py 51.00 —_ 57.00 60.00 468.00 725.00 750.00 800.00 840.00 
‘ee : 35. 53.00 56.00 60.00 63.00 0 870.00 
at re-sale prices apply to Jewelers’ ‘ 2 485.00 735.00 775.00 825.0 
- sme Bureau 430 So — oa Los 36.00 54.00 58.00 62.00 65.00 500.00 750.00 800.00 850.00 900.00 
Researc , ; - 37.50 57.00 , 60.00 64.00 67.00 516.00 775.00 825.00 875.00 925.00 
Angeles, Cal. 39.00 59.00 63.00 66.00 70.00 533°00 800.00 860.00 905.00 950.00 
40.50 61.00 65.00 69.00 73.00 550.00 825.00 885.00 935.00 1000.00 
334% 37% 41% 444% 42.63 63.00 68.00 72.00 76.00 565.00 850.00 910.00 960.00 1015.00 
Equal Equal Equal Equal 43.50 66.00 70.00 75.00 79.00 580.00 875.00 935.00 985.00 1050.00 
to 50% to60% to070% to 80% 45.00 68.00 72.00 77.00 81.00 596.00 900.00 965.00 1015.00 1075.00 
addedto addedto addedto added to 46.50 70.00 75.00 79.00 84.00 615.00 925.00 1000.00 1045.00 1110.00 
Cost. Cost. Cost. Cost. Cost. 48.00 72.00 78.00 82.00 86.00 630.00 95800 1025.00 1070.00 1135.00 
$0.13 $0.25 $0.25 $0.25 $0.25 50.00 75.00 80.00 85.00 90.00 645.00 975.00 1050.00 1100.00 1160.00 
‘30 50 .50 50 50 51.00 78.00 82.00 87.00 92.00 678.00 1025.00 1100.00 1150.00 1220.00 
40 75 75 75 75 52.50 80.00 85.00 89.00 94.00 710.00 1075.00 1150.00 1205.00 1275.00 
‘60 —«*1.00 1.00 1.00 1.00 54.00 81.00 87.00 92.00 97.00 741.00 1125.00 1200.00 1260.00 1330.00 
"5 1.25 1.25 1.25 1.25 55.50 8400 90.00 94.00 100.00 775.00 1175.00 1250.00 1315.00 1400.00 
‘00 1.50 1.50 1.50 1.50 57.00 86.00 92.00 97.00 103.00 = 306.00 1225.00 1300.00 1370.00 1450.00 
1.00 1.50 1.75 1.75 1.75 58.50 88.00 94.00 99.00 105.00 = 838.00 1275.00 1350.00 1425.00 1500.00 
1.15 1.75 2.00 2.00 2.00 69.00 90.00 96.00 102.00 108.00 = g70,00 1310.00 1400.00 1480.00 1560.00 
1.30 2.00 2.25 2.25 2.50 63.00 95.00 100.00 107.00 113.00 993.00 1375.00 1450.00 1535.00 1625.00 
1.50 2.25 2.50 2.50 2.75 66.00 100.00 106.00 112.00 118.00 935.00 1425.00 1500.00 1600.00 1675.00 
1.65 2.50 2.75 2.75 3.00 69.00 105.00 110.00 117.00 123.00 968.00 1475.00 1550.00 1650.00 1725.00 
1.80 2.75 3.00 3.00 3.25 72.00 110.00 115.00 122.00 128.00 1000.00 1500.00 1600.00 1700.00 1800.00 
200 3.00 3.25 3.50 350 75.00 115.00 120.00 127.00 135.00 
2.13 3.25 3.50 3.75 3.75 78.00 12000 125.00 130.00 138.00 
22 3.50 3.75 4.00 4.00 81.00 125.00 130.00 138.00 146.00 . 4 
230 3.75 4.00 4.25 4.50 84.00 130.00 135.00 143.00 151.00 Selling a Summer Article 
2.75 4.25 4.50 4.75 5.00 87.00 133.00 140.00 148.00 156.00 
3.00 = 4.50 5.00 5.25 a pe pee oe ca ys AKING advantage of the warm weather 
5 i ’ ° ° . : Pp . Pai ° 
oe — pen re he 96.00 145.00 155.00 163.00 172.00 and the increasing recognition of iced 
3.90 6.00 6.50 6.75 7.00 99.00 150.00 160.00 168.00 177.00 tea spoons as an efficient and appropriate 
4.2 6.50 7.00 7.25 — eS — a 182.00 article, a Connecticut jeweler devoted an 
4.50 7.00 7.50 7.50 8.00 105.00 160.00 170.00 178.00 187.00 > - hei hibit. This h 
4.75 750 8.00 8.00 8.50 108.00 165.00 175.00 183.00 192.09 entire window to their exhibit. is he 
510 8.00 8.50 8.75 9.00 111.00 170.00 180.00 188.00 197.00 accomplished in a striking way by arrang- 
5.40 8.50 9.00 9.25 9.50 114.00 = 175.00 185.00 193.00 205.00 ing in step form a series of tall glasses 
~~ 5 pd gt = ‘aa ues aa aa ta eet containing a specimen spoon. In the 
6.30 9.50 10.00 10.75 11.25 125.00 190.00 200.00 212.00 225.00 center of the window on the top step (the 
6.60 10.00 10.50 11.25 11.75 130.00 195.00 210.00 220.00 = 235.00 window supported three steps or platforms 
690 = 10.50 11.00 11.75 —- la |hCU |e bas'oy each slightly smaller than the other and 
7.20 11.00 11.50 12.25 13.00 136.00 265.00 220. 230. . f th h d 
750 ‘11.50 12.00 12.75 13.50 140.00 210.00 225.00 238.00 253.00 one placed on top of the other) appeare 
7.75 12.00 12.50 13.25 14.00 142.00 215.00 230.00 243.00 258.00 an attractive silver tea set. In the four 
8.10 = 12.50 13.00 13.75 _— SS _—— erg oa corners of the window and informally ar- 
8.40 13.00 13.50 14.25 15.00 148.00 225.00 240.00 253.00 268. d se four didaut ei eae 
8.75 13.50 14.00 14.75 15.75 151.00 230.00 245.00 258.00 273.00 range ; were ; ’ 
9.00 14.00 15.00 15.25 16.25 156.00 235.00 250.00 265.00 = 280.00 possessing a neat border which enclosed 
9.60 = 14.50 16.00 16.25 SS Se —— pote pone words that described various tempting re- 
10.25 15.50 16.50 17.50 18.50 163.00 245.00 260.00 275.00 290.00 : ink Nothi Surthe 
: 9 00 295.09  ceipts for soft drinks. othing further 
10.80 16.50 17.50 18.25 19.50 165.00 250.00 265.00 280. . : 7 
11.50 17.50 18.50 19.50 20.75 168.00 255.00 270.00 285.00 300.00 appeared in the window as the jeweler 
12.00 18.00 19.00 20.50 — = nara rng ee depended entirely upon this arrangement 
oe sas rope 22-50 3.75 178.00 370.00 385.00 300.00 315.00 to convey the desired impressions which it 
sp ape pe 23.50 24.75 180.00 275.00 290.00 305.00 320.00 successfully did, calling the passerby’s at- 
14.40 22.00 23.00 24.50 26.00 185.00 280.00 300.00 310.00 330.00 tention first to the iced tea spoons which 
15.00 23.00 24.00 op yet pg ro pee pd pp were being featured, then the tea set which 
16.20 38.00 26.00 37.00 28.00 200.00 300.00 © 320.00 ~=—340.00-~— 360.00 followed in appropriate order and finally 
16.80 25.00 27.00 28.00 29.00 205.00 31000 330.00 350.00 370.00 the soft drink receipt which helped arouse 
17.40 26.00 28.00 29.00 30.00 210.60 315.00 340.00 355.00 375.00 a desire on the part of the onlecher @ 
18.00 27.00 29.00 31.00 33.00 21500 325.00 350.00 365.00 385.00 h , f. 
18.60 8.00 30.00 32.00 34.00 220.00 330.00 355.00 375.00 395.009 possess some of the attractive spoons e 
1925 29.00 31.00 33.00 35.00 225.00 340.00 «360.00 «385.00 + 400.00 fectively displayed in the glasses. 
19.75 30.00 32.00 34.00 36.00 230.00 345.00 370.00 390.00 410.00 CTH. 
20.50 31.00 33.00 35.00 37.00 238.00 360.00 380.00 405.00 420.00 
21.00 32.00 34.00 36.00 38.00 . 245.00 37000 390.00 415.00 440.09 
21.50 33.00 35.00 37.00 39.00 248.00 375.00 400.00 420.00 445.00 FS. Scheider & Co. Petersbovo, Out, 
22.25 34.00 36.00 38.00 40.00 255.00 385.00 snes 420.00 sens is now operating under the firm name of 
22.75 35.00 37.00 39.00 41 265.00 400. . . Snider Gane, 


24.00 36.00 39.00 40.00 43.00 270,00 405.00 = 435.00 © 460.00 485.00 
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HAW KES 
Hawkes Lucina Crystal 
Introducing Something Absolutely 
New in Glassware! re. 
. . . . . . . i 
By embellishing clear, limpid crystal with artistic Cut Glass 
hand-painted decorations, and then baking it in a kiln Engraved Glass 
at an extremely high temperature, we have produced Rock Crystal 
a new form of glassware that has all the soft, subdued Goss 
dignity of pottery, yet without sacrificing the luster, pation — 
sheen and brilliance of crystal. Rays of light, re- Socuuael Gold | 
flected through the glass background, give to the Glass ee 
colors an animated “‘living’”’ appearance unlike any- Decorated 
thing ever produced in the past. Enameled Glass 
; ; Auto Vases 
The vase illustrated here is the first piece of this new Desk Sets 
ware to be completed. Made in one of those light, Cigarette Boxes 
airy shapes for which Hawkes has become famous, Prana pond 
it is as beautiful a piece of decorative glassware as we graved and 
h b * leoed q Gold Decorated 
ave ever been privileged to offer. Colored Giass 
Write for price-list aa myn and 
ris ass 
T. G. HAWKES & COMPANY ofgtiod laws fi 
\) ping > inches high. Nar- rege — Matchings ff 
Id Band T d i : Inv 
; ag = — 140 her i. ag aes: ll Cal. je of tes 
) pom mtg we Dressing 
l = : = = == = = = = == = - 3 Mixing Bottle. 
SASCLS OLSDO4ECSSE © é 6 € S SCS) 














Modern Portable Lamps 





Our catalogue No. 5 is now ready for distribution. 


Write for one now. 


E manufacture ONLY TABLE LAMPS. 

Hence we are specialists in this line, and it 

stands to reason that our prices are right and our 
product is superlative. 





Just the Line for Jewelers 








OY 


No. 9104. 
Attractive Boudoir Lamp. 


The B&K Manufacturing Company 


NEW HAVEN, CONN. 


New York Office & Sales Room: Chicago Office & Sales Room: San Prancince Office Sone Room: 
8th Floor, Represented by epresented by 
wy: RNS: Sante: Salinas See. J. A. Jacobsen, 17 N. Wabash Ave. Schiff-Pike-Schiff, 717 Market St. 
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A Practical Suggestion 

N order to round out a series of effective 
| window displays the jeweler has to 
occasionally include practical as well as 
good looking exhibits. To constantly 
feature displays founded on the purpose of 
imparting to the onlooker a practical sug- 
gestion, might in the long run prove too 
serious in effort, but an occasional exhibit 
of this sort is desired. An effort along 
this line was recently carried out with suc- 
cess and novelty by a Massachusetts 
jeweler who featured radium clocks in his 
main window, building the exhibit around 
the suggestion that clocks are most useful 
for sick purposes. 

To effectively illustrate this suggestion 
he had arranged in the center of the window 
a small tabouret on which a glass contain- 
ing a spoon with a few medicinal things 
alongside and in the exact center a radium 
clock. Leaning against the tabouret was 
this sign containing the following words 
only: 





Important to the Patient 
Convenient for the Nurse 
Helpful to the Doctor 
Handy for All 











This made a very pleasing as well as a 
practical exhibit which was perhaps most 
effective after sundown. While this par- 
ticular display was in process he allowed 
all the other lights in his store window to 
be extinguished so that the radium clock 
made itself prominent to all passersby, the 
light from the store being sufficient to 
show up the other articles—C. T. H. 


A Method of Displaying Collar Pins 


HE present Summer demand for soft 
collar pins entitles these articles to 

an occasional featuring of some sort or 
another and the following window display 
plan can be used by such jewelers who 
desire to impress all shoppers with their 
stock on hand of these popular pins. In 
the window or on the inside counter if 
preferred, the letters COLLAR PINS 
should be displayed in an upright man- 
ner each letter being cut from cardboard 
perhaps to the height of six or seven 
inches according to the size of the window 
or case chosen for their appearance. By 
cutting out letters of a seven or eight-inch 
height perhaps by a one and one-half or 
two-inch width, an opportunity is presented 
for pinning on a series of collar pins so 
that the appearance of this cut out sign 
will be that of the words COLLAR PINS 
entirely illustrated by the pins themselves. 





(Continued on page 131) 


Another Kind of ° Turnover’ 
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66 T URNOVER seems to .be engrossing 

retailers very much just at pres- 
ent,” remarked Jim Brown, of the Brown- 
Stanley Jewelry Company. 

“Well, let’s forget about it,’ responded 
Ed. Stanley. “I’ve heard so much about 
turnover and how to figure turnover, and 
what an important factor it is in business 
that I begin to snore whenever anyone 
‘mentions it.” 

“You are thinking of turnover of mer- 
chandise,” explained Brown. “The turnover 
everycne is talking so much about now is 
another kind of turnover. It seems that 
dealers are beginning to figure that the 
weakest link in their business is the per- 
sonal equation, and they are setting out to 
strengthen this element. This new turn- 
over, commonly called T. O., means the 
transfer of a customer from one salesman 
to another, when the first sees that his 
chances for selling the prospect seem to be 
rather remote.” 

“Sounds rather far-fetched,’ retorted 
Stanley, yawning. “I’d like to see anyone 
around this store sell a prospect after I’d 
fallen down on the job.” 

“T dislike very much to turn iconoclast 
and shatter some of your cherished illu- 
sions,” said Brown, soothingly, “but that 
is just what I was trying to lead up to. 

“T was down at the corner soda fountain 
this morning, and I heard old man Hen- 
derson talking to his wife about that neck- 
lace they are going to buy for their daugh- 
ter for a graduation gift. Henderson, you 
remember, was in here yesterday, and you 
couldn’t sell him. Yet, from his conversa- 
tion this morning, it seems that they have 
decided to buy the necklace, and it is only 
a question of who will make the sale.” 

“The deuce it is!” exclaimed Stanley. 

“Yes,” continued Brown. “Now, the 
trouble is not with your selling ability or 
lack of knowledge of your merchandise, but 
that cute little moustache you have had for 
the last year. That adornment may cause 
a lot of sighs among high school girls and 
society buds, but it merely makes persons 
like Henderson feel like rising in their 
wrath and throwing you through our plate 
glass front. It’s funny, but it’s a fact. In 
discussing the matter with Mrs. Henderson 
this morning, he referred casually to ‘that 
young squirt,’ and I take it he means you. 
So your moustache seems to be in a fair 
way of losing a fat sale for us.” 

“Go on, go on,” muttered Stanley. 

“With pleasure,” responded his partner. 
“That is just one instance of what preju- 
dice can do to a business transaction. There 
are plenty of other cases that we both know 
about. There is the wealthy Mrs, Win- 
throp, who bought a nice solitaire here not 
long ago. While I was chatting with her, 
I learned that she has a peculiar aversion 
to bearded men. Says they are ‘trying to 
cover something up,’ and she isn’t. trying to 
fabricate a joke when she says it, She is 





in dead earnest. It seems that a real estate 
man who wore a beard cheated her out of 
some money once, and she has therefore 
taken an aversion to the whole tribe of 
bearded men. It’s lucky she doesn’t live in 
France. 


“The point is that until I learned of this 
hobby, I was about to turn her over to the 
tender mercies of our Mr. Howard, who 
got the idea that a beard added the neces- 
sary professional touch just about the time 
you adopted that moustache. Now, there 
is no doubt that there are persons who ad- 
mire hirsute adornment, but Henderson 
and Mrs. Winthrop are not in this class. 
I turned Mrs. Winthrop over to young 
Eaton, and he sold her without any trouble. 
But what would have happened if I hadn’t 
known of her prejudice?” 


“I don’t know,” replied Stanley. “What 
would have happened ?” 
“Nothing, except a lost sale,” said 


Brown, “unless the turnover system was 
used. If I had turned Mrs. Winthrop over 
to Howard, he would have discovered al- 
most immediately that something was 
wrong, and if we used the T. O. plan he 
could have flashed the signal to me, and 
I could have replaced him by Eaton or one 
of our other salesmen at once, with the 
chance that the sale would have been ac- 
complished regardless of her prejudice. 

“The same thing would apply in the 
case of your dealings with old man Hen- 
derson. You probably sensed his attitude of 
antagonism, without knowing exactly why 
he felt that way. And all of your sales- 
manship wasn’t sufficient to overcome his 
prejudice. The logical step would have 
been for you to have used the T. O. plan; 
that is, turn him over to some other sales- 
man.” ) 

“I believe you are right,” said Stanley, 
thoughtfully. 

“All sorts of prejudices exist in the 
world,” continued Brown, “and we have 
no means of knowing what they are when 
a customer walks in. The best we can do 
is to use the turnover system whenever it is 
apparent that a sale is slipping from the 
salesman’s grasp because of some reason 
we are not acquainted with. You know 
yourself that when you go into Lord’s 
place to buy a suit of clothes, you demand 
the services of a certain salesman who has 
impressed you favorably, and if he is busy, 
you wait for him. 

“There are other aspects besides that of 
prejudice. I know pretty well the argu- 
ments you will use in selling a watch, for 
instance. Like most other men, you get 
into more or less of a rut and use the same 
selling talk over and over. Eaton, in sell- 
ing the same watch, would use an entirely 
different argument. Your talk about the 
beauty of the timepiece might not impress 
the buyer, but if you turned him over to 
Eaton, his exposition of the wearing quali- 
ties of the watch might be just the thing 
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Give Your Windows 
a Chance to Sell 
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Your Merchandise J 
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Many Jewelers have made their new Kawneer Store Fronts oe * 
. ° ° e 
pay their rent through the greatly increased sales their new Re a 
windows have brought into their stores. gu” Company, 
at oe 1808 Front Street 
Write for this book today fs . wien, Bichignn 
ee? end me one of your 
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Gmerson Catch Cases 


20-Year Gold Filled Quality, All Made with 
Solid Gold Bow and Catch’934 and 101, Ligne 


Above cases also made in 14K Gold 
These cases are symbolic of the Highest Grade Workmanship and Quality 


LOOK FOR THE 
Gilsey 
TRADE MARK 


JOBBERS AND IMPORTERS EXCLUSIVELY 
Immediate Delivery. Send for Samples. 


Gmerson Gatch Case Company 


Office and Salesroom: 47-49 Maiden Lane, New York Factory: 481 Washington St., Newark, N. J. 
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Gold Galleries, Gallery Settings, Ring Findings, Etc. 


We announce the opening of our new plant, corner of Columbia and 
Elm Streets, Newark, N. J., where we are manufacturing high class 
Gold Galleries, Gallery Settings, Ring Findings, etc. 


Write for prices and particulars. 


THE YOUNG COMP ANY § Columbia and Elm Sts., Newark, N. J. 
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Storekeeping Department. 


Se. 
that would convince the prospect and close 
sale. asa ’ 
Or O. strengthens the weak link in retail 
‘handising, saving an occasional piece 
ss which might otherwise be lost. 
both know how important it 1s not to 
~ business, not so much for the sake of 
that immediate profit, but because of the 
effect the one lost sale may have on our 
future relations with that person. 
“Ym sold on T. O.,” replied Stanley. 
“Let’s have it, by all means.” 
And that is how the new system entered 
the Brown-Stanley store. M. E. C, 
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Three-Minute Selling Talks 





(Continued from page 129.) 








In working out this simple arrangement it 
is best if the cardboard letters are first 
covered with dark cloth or velvet trim of 
some kind.—C. T. H. 


Advertising Copy Built from Sales 
Conversation 


 gewsniagy that the best sales argu- 
ments develop in the daily contact 
his salesmen have with the clients of his 
store, a successful jeweler offers a monthly 
prize of $10 for the best advertising argu- 
ment submitted by the members of his store 
force. Style of copy and cleverness is not 
considered. The monthly prize is awarded 
solely on the merits of the best sales point 
submitted. In this way the proprietor of 
this store, who prepares all the store’s 
newspaper advertisements, receive a fund 
of practical points to build “copy” from. 
The salesmen of his store respond to the 
plan with enthusiasm and aside from the 
benefit the proprietor receives in the way 
of “copy suggestions” there is the added 
feature of further stimulating sales in- 
terest and concentration on part of the 
salesman. Naturally keen to gain all the 
points possible from his customer his at- 
tention is kept well sharpened. There is 
the third advantage to be found in the 
creation of sales point competition among 
the sales force which is helpful to both the 
store and the sales force—C. T. H. 





The Colonel’s negro orderly was missing, 
and inquiry developed that he was confined 
to quarters as the result of a fight. Soli- 
citous as to the welfare of his striker, the 
Colonel visited him personally in his bar- 
racks, where he found him in a dilapidated 
condition. 

“How’s this, Sam?” he inquired. ‘What’s 
been happening to you?” 

“Well, suh, you know Sat’dy was pay 
day, and after supper we get into a big 
crap game. ’Long come ’bout 2 o’clock in 
de a.m. me and Napoleon Sims gets into 
a li'l friendly argyment. Cunnel, befoh I 
know it he hits me in de mouf and he 
knocks out fo’ teef, and he hits me in de 
eyes and blacks dem, and he blame near 
busts mah nose and mah jaw. Den he 
gets me down on de ground and stomps 
on me and cracks three ribs. Cunnel, Ah 
never got so tiahd of a man. in all mah 
life.”— Dominion. 


THE JEWELERS’ 


CIRCULAR 


131 








How Do You Make Change? 











“It Makes a Difference,” Says This Store Expert 


Written Expressly for The Jewelers’ Circular. 














GAID the cashier of a well-known retail 
store: “The manner in which change 
is made, yes even the way it is given to 
customers, has a great deal to do with the 
success of a business. For a long time I 
have noticed if you give customers worn, 
frayed or partially torn bills when making 
change they will look at you in disgust. 
On the other hand, when fresh crisp notes 
are placed in the possession of a customer 
they will smile with satisfaction. 

“Ladies especially like crisp new fresh 
notes, because the open mesh bag, so popu- 
lar, gives a clear view of the contents and 
a new bright bill adds to the ‘chic’ ap- 
pearance of the purse. If soiled notes are 
tendered this sort of a caller she will aJ- 
most always ask for new bills. 

“At times we are at a loss to know where 
to secure new notes, for it seems at certain 
periods of the year nothing but greasy 
dirty notes come to our till. It was for 
that reason we installed a ‘mangle’ and 
wash and iron soiled money which is but 
the work of a few minutes and does much 
to keep up our reputation as giving new 
clean money in change. 

“Tt is almost the same way with pennies ; 
neople object to a handful of dirty cop- 
pers. For that reason it pays to spend a 
little time assorting the old coins from our 
cash and substituting bright coppers which 
shine under the counter lights almost as 
gold. Our scale of prices are odd ones, 
that is, many things are marked ‘89’ and 
6,’ so you see we are compelled to give 
out much small change and coppers. 

“T have also noticed when four dingy 
coppers are given, the customer sniffs in 
contempt, whilst when new minted coins 
are placed before them, they are carefully 
gathered and placed in a separate receptacle 
in the purse to be taken home to ‘Johnny’ 
or ‘Jane’ for a gift. 

“The other day I overheard two ladies 
talking in front of our window and their 
conversation did much to verify my belief 
in my theory. Said one to the other: 
‘Don’t you think it a nuisance shopping at 
“Blanks” with all the goods marked at odd 
prices; why, if you shop there all day you 
will have accumulated a bag of pennies in 
change’ ‘No,’ replied the other, ‘I go 
there because they give pennies in change, 
and as a rule I always get new ones. 
These I place in a box at home, and they 
make ideal gifts to my little friends when 
they call; fact is, I wonder where they get 
all the new pennies; I never seem to come 
across one except when I shop there.’ 

“Watch the way you make change, for 
if you give the tender of a $20 bill 19 one 
dollar bills in change. of a dollar purchase, 
they may not object openly but it will dis- 
please them, and no merchant wants to 
incur the displeasure of a customer. The 


way to make change of this sort in this 
case is to tender one ‘ten,’ one ‘five’ and 
four ‘ones.’ This given your customer an 
assortment of change, for many times I 
have found a large note is tendered simply 
to get change, the party having the proper 
note in their purse. Some people, in fact, 
the number is growing daily, object to a 
two-dollar bill when given in change. If 
you doubt this, just stand at a counter or 
in any shop and note the number of persons 
who will say: ‘Will you kindly give me two 
ones for this two!’ The reason for the 
objection to a two dollar bill is, in a hurry 
it is at times mistaken for a one and the 
customer is playing the rule of safety first. 

“I have also found when you give a per- 
son a gold piece in change, it is well to 
state ‘Notice I have given you a gold piece; 
do you wish me to wrap it in a piece ot 
paper for you?’ This warning serves a 
good purpose, for at times a customer will 
give a coin out as a penny, then return 
and complain she was given the wrong 
change. With a two dollar and a half 
Piece this applies with double force, but 
happily this coin is fast disappearing from 
circulation. 

“Where many cashiers are employed, I 
find on busy days it pays to visit all desks 
and ask: ‘Have you sufficient change?’ as 
nething so disgusts a customer as to be 
compelled to wait until the cashier sends 
to the main desk for change; then the 
customer will fume and say ‘What’s the 
matter, haven’t you taken in change for a 
$10 bill today?’ 

“Placing coin bowls on the counter also 
tends to increase good will, as the coin 
bowl prevents ‘dumping’ of change on the 
counter for a person with gloves or short 
finger nails to fumble over trying to get it 
in her purse. 

“Last, but by no means least, use care in 
the selection of your cashiers, as a stupid 
slow cashier will most always lose trade 
for your store, while the bright, active one 
will make friends. I always ask each ap- 
plicant for a cashier’s position this: ‘If a 
customer tenders a $5 bill, buys goods to 
the amount of $1.30, how will you make 
change if you are short of dollar bills?’ 
If they resort to silver or a two-dollar 
bill, I feel they are not quick and active. 

“Really, the answer is simple, but appli- 
cants think it a problem and make much 
in answering a simple question.” 


B. J. M. 








One night recently the store of the Wa- 
bash Jewelry Co., Wabash, Ind., was en- 
tered by burglars who stole merchandise 
worth about $500. Although the police 
have made no arrest they have a suspect 
under surveillance. 
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NESTED 
WOOD BOXES 


(Locked-Covered) 
Light, Strong and Space Saving 
Safest Boxes for Parcel Post or Express 


August 4, 1920, 
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Send 14 Different 
for Combina- 
Price List tions in 
Stock 


Complete Nest Consists of 12 Different Size Boxes. 





BOXES CARRIED IN STOCK 
Inside Measure—314 x 2 x 34, graduating up to 15" 








x 1214” x 9%". 
F. W. Peterson Co. 
WOOD BOXES 
18 Greene St. New York 




















Hall Clocks 


We offer for early delivery an 
unusually large assortment 
of 


Tubular Chiming | 
Hall Clocks : 


fitted with Westminster Chimes 
on five tubes 
or 
Westminster and Canterbury 
Chimes on seven tubes 
or 
Westminster and Whittington 
Chimes on nine tubes 


Ostrich 
Feather Fans 


Paris is showing fans more ex- 
tensively now than ever before. 

Our collection of new fan models 
for Fall is the largest and most com- 
plete ever assembled. 

Jeweled and fancy handles a 
specialty. 

New catalogue now ready. 





Established Since 1882 


in Period design cases in both 
Bungalow and full size | 


CATALOG UPON REQUEST 


Awarded Grand Prize at Pan-Pac. Int. 
No. 204 Exposition, 1916 


a é' : The Herschede Hall Clock Co. 
STE. Mare McMillan and Essex Place 


7 East 37th Street New York City eevee nee on 2. A 


Pacific Coast Rep., A. I. Hall & Son, 150 Post St., San Francisco, Cal, 
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National Advertising and the Dealer 


An Address Delivered by D. K. Moore, Advertising Manager, Traub Mfg. Co., Before the Recent Convention of the Alabama Retail Jewelers’ 





Association, Held in Birmingham, Ala. 
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ATURALLY most business men are in- 
gle in advertising from a purely 
product-selling standpoint ;_ they | do not 
profess to be expert or proficient in adver- 
tising matters to the degree that they feel 
qualified to write the advertising which ap- 
pears in the magazines and newspapers. 
This work, the actual production, is left 
to men better fitted by experience, and the 
manufacturer or merchant confines his ef- 
forts to manufacturing problems, or mer- 
chandising the products for which there is 
qa need and demand. > 

However, we all know that advertising is 
a big part of modern merchandising—that 
it is inseparably a part of selling. The 
more we realize the tremendous part ad- 
yertising plays in the sale of products the 
more we are interested in it. We must 
all concede that selling is nothing more 
than changing the minds of men, and every- 
thing which to any degree tends to change 
men’s minds is selling. Therefore, adver- 
tising is selling—there can be no doubt 
but that men’s minds are directed through 
advertising. 

It is obvious that the retailer prefers 
to stock those goods which move quickly— 
and advertised goods are the quick 
movers. The manufacturer formerly sold 
the dealer, laid strong emphasis on the 
margin of profit and then put it squarely 
up to him to push the goods. Today con- 
ditions have changed, for merchants have 
come to realize that percentages may be 
interesting, but they do not pay the rent 
or pay salesmen. 

The only kind of profit worth while 
comes from the multiplication of net mar- 
gin of ‘volume—and advertising means 
volume. When margin of profit was the 
big consideration, stores sought to sell non- 
competitive goods. But since merchants 
have come to see from their side of the 
counter the influence of advertising, they 
give preference to advertised articles for 
which the demand has been created—arti- 
cles which enjoy a greater popularity— 
articles which move quickly and turn the 
merchant’s investments more often. There 
has been a complete transformation. The 
manufacturer now attempts to make it un- 
necessary for the dealer to push his goods 
by going direct to the consumer with ad- 
vertising that pulls. 

Advertising is in reality the bulk or 
wholesale method of selling. It takes a 
large part of the public and directs them 
in matters of fundamental interest, and 
turns these matters to the advantage of the 
Product of the firm involved. It can be 
used either to supplant personal feeling, to 
supplement it or to pave the way for it. 

When a man enters your store with his 
mind made up to ask for a particular arti- 
cle which he has seen advertised, asks for 
it by name and buys it when you show it 





to him, little or no sales effort is required 
on your part or the part of your sales- 
man. His mind already made up, it need 
not be changed—no necessity to bring to 
bear any selling arguments to influence him 
or to change his mind. He buys—you do 
not sell, you merely deliver. 

Such instances are rare, you say. Yes, 
perhaps, in our line of business. But the 
instance serves to illustrate the power of 
advertising and to locate the place adver- 
tising occupies. 

If, through the application of this power- 
ful force—advertising—we can so influence 
a man’s mind that we create a definite pref- 
erence for a particular product—if we can 
influence his mind to the degree that he 
feels that for certain definite reasons he 
wants the product advertised—we have 
actually made the selling easier, made it 
possible for your salesman to sell more in 
any given time. This means economy in 
selling, or selling at less selling expense, 
and, as a result, greater profit to you. Ad- 
vertising is doing that for thousands of 
merchants in all lines of business; actually 
making more money for them. 

An investigation made recently in Michi- 
gan cities shows that 65 per cent of all 
the cigarettes sold are — ; that 
smoking tobacco outsells its 
nearest competitor nearly three to one— 
and it is not because cigarettes 
or tobacco are vastly superior 
to all other products on the market. It 
is merely a concrete instance of what can 
be accomplished through the correct appli- 
cation of advertising. 

Unconsciously, smokers of America have 
been influenced, or persuaded, to prefer 
these brands; influenced to ask for them 
by name, to accept them when delivered 
and to reiase to accept an unknown brand. 
Perhaps the unknown brand may be equal 
to the one wanted and insisted upon, but 
they don’t know that it is for they have 
not been taught that it is. 

The merchant who is alert sells 

and The few who do 
not are selling against an almost irresis- 
tible force—public preference, minds that 
have been influenced through advertising. 
The application can be made direct to your 
own business, for though the product may 
vary, human nature is the same. 

Through consistent advertising the 
makers of these products have built the 
present enormous demand for their goods; 
they have actually created a national pub- 
lic acceptance and preference for their 
products. 




















The average corner drug store carries 


more than 5,000 items, nearly 50 brands of 
soaps, perhaps 25 different makes of tooth 
paste—and they are all for sale. The ad- 
vertised brands move fast, the turnover 1s 
rapid—while unadvertised brands collect 


dust, tie up real money and move very 
slowly and only when pushed. 

And National advertising to the con- 
sumer not only paves the way for the sound 
selling of an established product, but it can 
be so convincing that people can be caused 
to voluntarily forsake the old and try the 
new. It has been successful many, many 
times in introducing a new product for 
which there was a need but no demand 
and has caused the new product to be popu- 
lar throughout the length and breadth of 
the nation. 

There is a certain amount of inertia on 
the part of the buying public towards any 
change in their buying habits which must 
be overcome before any business can be 
diverted from other channels or created. 

A certain amount of familiarity with the 
proposition is necessary. To do the work 
of bringing the matter to the prospective 
purchasers’ attention and familiarizing him 
with it, advertising has proved to be most 
effective. 

For instance, in Lowell, Mass., there was 
a printing office where, among other com- 
positors, there was one who suffered a 
good deal from backache. Often at night 
he was so tired out that his back, as he 
put it, “wan’t worth 2 cents.” 

Time went on and the backaches disap- 
peared for a while. But one night he felt 
the same old affliction, the backache and the 
heavy fatigue. It set him thinking, for it 
was the first night for some weeks that he 
had been tired. He thought over the day 
to see what it was that could have made 
the difference. He recalled that on that 
day he had been unable to find the rubber 
mat which he had lately acquired for the 
purpose of relieving the strain of standing 
all day on the hard concrete of the shop 
floor. 

The next morning when he returned to 
the printing shop he looked for the mat 
and finally located it under the type case of 
another compositor. Pulling it out, he cut 
off two pieces of rubber about the size of 
the heel of his shoe, which he tacked on 
his heels. 

This was the starting of 
rubber heels. 

Did all the other compositors profit by 
this example? Did heels im- 
mediately spread to all cities—did every- 
body wear them? 

They did not. 





————— had a good thing and he 
knew it, but he found that he had to do 
three things. He had to sell the heels to 
the cobbler; he had to tell the people about 
them; and he had to make the people be- 
lieve. This manufacturer was a good sales- 
man. He succeeded in selling a good many 
dealers. Others he did not. Even those 
whom he did sell failed to move the heels. 

—— found that he had to tell 
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14Kt. Gold Pen Sell the Dependable “SALBRO” Self-Filler 


Iridium Tipped 
You can offer your customers quality, style and And it sells so easily! The attracti 

pen dependability at a moderate price with this window display card gets your enstennar i 
“SALBRO” Self-Filler. It’s the biggest fountain tion and a “once over” completes the sale, Fills 











pen value on the market today! in an instant. 
Retails for $1.75—at extra good profit. 
Write for Order a trial dozen and get the sales- 
Catalogue making window display card FREE! 
and Prices SALZ BROS. «4 Fountain of service” 71 West 35th St., New York 




















Extra Quality 14kt. Cameo Brooches 


Brooches 14 Kt. WHY Cameo Rings 14 Kt. 
No. 500 Cornelian Pink Cornelian Pink 
60 MM.-..... $18.00 $14.00 PAY  20x15each..$3.50 Oval ......... $3.00 
r eowenee . lexis “ .. 325 are 
OS Reteapen 12.50 10.00 MORE. 10x12 “ .. 3.00 © Oval or oct... 250 
= vi caeeeKs — a 14x10 “ .. 2.75 Oval or oct.... 2.25 
oe ics. ae 7.00 Send for Memorandum Selection 
_ ere 6.50 6.00 
oe 95: (Soe puke 5.50 5.00 


A. CIAGLIA 


70-72 Bowery, New York, N. Y. 


Brooches gallery, with four 
green gold leaves, octagon or 
oval, 50c. extra. 





No. 503—35 M-M Size 











ELECTRIC PERCOLATORS 


. 18294 Our Leader Capacity 10 Cups 
Nickel “8 50 net. Copper $17.50 net. Silver Plated $19.50 net. 


Electricity as a heating agent for domestic use is growing with such 
rapidity that the word ‘ Electric” is almost magic in the influence on the sale 


of electric heating utensils. 
We carry a full line of Electric Percolators, Grills, Toasters, and Irons. 


Also alcohol Percolators, a line that sells on sight. 
Write for Catalogue 


The Leading 130 E. Broadway 
Silverware House A. Cohen & Sons New York, N. Y. 




















Exclusive Lines 


= | 

In Gems, Antique and ze 
Modern Jewelry | : 
D54 D53 


We carry the finest selection of real old Onyx Jewelry. 
Unusual variety of long earrings, cameos, jade, ame- 


thysts and lapis beads, brooches, lockets, etc. Memo 
selection sent to reliable concerns. JUST A FEW OF OUR NEW NUMBERS IN 


SAMUEL GOLDBERG White Gold Rings 








ANTIQUE COLLECTOR ; We Also Carry a Full Line of All White Gold Jewelry 
65 Nassau Street New York City 1-53 MAIDEN HENRY DAVIDSON  NEW_ YORK 





Tel. Cort. 705 Samples Sent Upon Request 
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Retail Advertising Department. 








Je for the dealer. He had to make 
a Public believe that “Life’s walk would 
¢ i ’s heels 


easier one with 
 aablon the way.” He had to create in 
the public mind a strong desire for his 
He had to make people ask their 


all to put these heels of live rubber on 
their shoes. This he did by taking his mes- 


sage direct to the people—by utilizing the 
wer of the printed word. | 

Through advertising—by using the power 
of the printed word— he made the public 
want his rubber heels. I am_ told that 
today one out of every four New 
Yorkers wears these heels. With the help 
of advertising, this manufacturer’s salesmen 
have put their rubber heels on the shoes of 
millions in New York city alone. : 

I could cite many other instances to il- 
lustrate the power of national advertising 
to create a demand for an entirely different 
type of article—the union suit, the foun- 
tain pen, the flash-light, are examples of 
enormous demand created in short time 
through the influence of advertising—all 
articles for which there was a definite need, 
but no demand or call. 

Nationally advertised goods do not vary 
in quality; they do not fall below a stan- 
dard. The manufacturer makes a mer- 
jorious product, and then spends thousands 
of dollars to tell the people who need it 
that it possesses certain qualities. Through 
the pages of our national magazines or 
large newspapers he goes on record and 
over his signature commits himself. As a 
result, people believing what they have 
read by the product. Thus demand has 
been created. If the product lives up to 
the claims, a satisfactory sale has been 
made and through the good will or confi- 
dence thus created a repeat sale is made 
probable. Ifthe product does not meet the 
claims which have been made for it, the 
sale ‘which the advertising has made is an 
unsatisfactory sale with dissatisfaction as 
a result and little ‘possibility of a repeat 
sale. 

So it can be definitely stated that you 
can rely on the quality of the goods you 
see advertised nationally. People know 
this and for that very reason are more will- 
ing to spend. their money for goods which 
they know by name or reputation than they 
are to accept the unknown. 

National advertising obligates the manu- 
facturer to maintain the high standard set 
for his product, and—to preserve his good 
will—he always does maintain it. The 
most progressive manufacturers in America 
are big national advertisers, and the most 
progressive merchants in any line of busi- 
ness are the merchants who, appreciating 
the advisability of becoming assoctated 
with progressive manufacturers, stock 
goods which are advertised nationally. 

Strong dealers gravitate to the strong 
manufacturers, and working together each 
contributes to the growth and upbuilding 
of the other’s business. They stand 
shoulder to shoulder in building demand. 
The manufacturer through national adver- 
tising makes known the quality and advan- 
tages of the goods which the retailer car- 
ries, and paves the way for the sale. The 
retailer, by making advantageous use of 
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all advertising matter which the factory 
furnishes, connects his store and his efforts 
with the national advertising. He uses the 
envelope stuffers, the window displays, the 
store signs, the counter racks, and through 
the local newspapers he makes it known 
to all in his locality that his store is head- 
quarters in the locality for the advertised 
brands. 


National advertising furnishes the foun- 
dation stone on which you can and should 
build and insure your business. But, in 
order that you cash in 100 per cent on the 
efforts of the manufacturer whose product 
you are selling, and whose advertising is 
doing its part toward moving that product 
from your cases, it is necessary that you 
help. You must, by advertising done in 
your locality, tell your customers and pro- 
spective customers, that yours is the store 
where those goods which are being nation- 
ally advertised are sold. You must use 
every possible means to educate the peo- 
ple of your particular community to the 
fact that nationally advertised goods are 
for sale in your store; let them know that 
you handle nationally advertised lines, and 
in a short time you will build prestige for 
your store that nothing can shake, so long 
as you play square and give an honest dol- 
lar’s worth of merchandise for every dol- 
lar that comes over your ‘counter. 

Years of experience has proven that the 
best possible means of reaching the great- 
est number of people in one locality in the 
shortest possible time and with the least 
waste of effort and money is your local 
newspaper. It has a local interest which 
insures it being read by the whole family 
and consistent advertising in it will serve 
to best link up your store with the nation- 
ally advertised product and the manufac- 
turers advertising in the national mediums. 

Do not run one advertisement and then, 
because immediate returns are not forth- 
coming, stop. This spasmodic use of space 
is largely waste—it is only the persistent 
daily or three-time-a-week use of good 
clean-cut straightforward copy that will 
pay. If this plan is followed it will not be 
many weeks before you will realize that 
you have a powerful force at work for 
you, that you are building good will and 
prestige for your store, and that your sales 
are climbing day by day. Advertise with 
the ready-to-use advertisements that the 
manufacturer furnishes you. He has spent 
good money to make them as good as pos- 
pisble, and usually these advertisements are 
created by an expert who has devoted 
months or years to advertising that one 
particular product and has learned the best 
possible mode of attack—the best and most 
appealing way to approach the subject. 

Advertising, gentlemen, is the greatest of 
all sales-producing, business building forces. 
It locates the need, creates the desire, and 
paves the way for sound, profitable, satis- 
factory selling. No matter where your 
store is located—North, South, East or 
West—in the largest metropolis or in the 
smallest hamlet or cross-roads town—na- 
tional advertising is working day and night 
as the silent salesman in your behalf if 
you sell the goods which are nationally ad- 
vertised. ‘ . 

Convincingly, sincerely and irresistibly it 
is at work—changing the minds of men and 
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women, influencing the leaders, the read- 
ers, the thinkers. They, in turn, influence 
and direct others—unconsciously, perhaps, 
at times deliberately—but always because 
they are leaders their influence has its ef- 
fects on others and influences buying. 
Through your newspapers, your window 
displays, your signs, do your part and as- 
sociate your store with nationally adver- 
tised products, and you will be convinced 
that George Cohan was absolutely right 
when he wrote “It Pays to Advertise.” 





What Some. Jewelers Say in Their 
Advertising 





WHEN the little folks eat, cradle days, 

high chair days, on through the years 
to old age—the cup, the spoon, the alluring 
lustrous silver of childhood retains ‘the 
glisten of its youthful beauty—to be handed 
down to succeeding generations—to be 
clasped by other chubby hands—to delight 
the eyes and caress the sweet lips of little 
folks to come—to be treasured as the silver 
which “mother used when she was a baby 
and when I grow up my baby will use it 
too.” In piece or set our children’s ware 
presents a wide choice of charming designs. 
Wineburgh & Sons, Utica, N. Y. 

* * * 


The New Style in Bracelet watches. 
The effect of the wrist watch is so pro- 
nounced from the beauty standpoint that 
it has become an essential of modish attire, 
worn with formal dress as well as with 
street costumes. Not to wear a bracelet 
watch is to be without an important fea- 
ture of correct style. 

Round and fancy shapes, plain and ex- 
quisitely engraved, in yellow, green and 
white gold, make the display at Rudd & 
Rix’s unusually interesting. Rudd & Rix, 
Ine, Uticas N..¥. 

* * * 


Now is your chance. Now is your chance 
to purchase a fine, white, perfect diamond 
of unusual brilliance and quality at a sav- 
ing of 10 per cent. Lemon & Son’s large 
purchases of these stones before the war 
has enabled them to effect you this saving. 
Ask about our club plan. Lemon & Son, In- 
corporated, Louisville, Ky. 

* * * 


Prestige and character, associated with 
the name of Hugh Connolly & Son will give 
an added significance to your gift of jew- 
elry. For over a quarter of a century this 
trademark has been a symbol of artistic 
perfection and unquestioned quality. No 
matter what your expenditure, you can feel 
sure that your gift will sincerely express 
your appreciation message. Our gift stocks, 
more complete than any time in our his- 
tory, present many unique and original de- 
signs of fine jewelry at prices to suit every 
requirement. We invite you to shop now 
while our stocks are very complete. Hugh 
Connolly & Son, Indianapolis, Ind. 





The employer today who tries to conduct 
a one-man business is bound to fail sooner 
or later. Even the public criticizes the 
dramatic star who usurps the entire center 
of the stage always for himself. 
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The House of Service 


ALWAYS ON HAND 
Elgin and Howard 


Watches 


and also carry a complete stock of genuine 
Elgin Watch material. 








Notice to the Trade 


We will be closed on Sunday during July and 
August. 


JACOB J. SCHMUKLER 


133-35-37-39 Canal Street NEW YORK 


SIMPLICITY 


Soft Collar Pin 


EXTENDED 
~ SSS 
CLOSED 








ZF 


PAT. PEND. 


A new Idea eliminating all of the unpleasantness 
experienced in pinning the old style collar pin. The 
SIMPLICITY can be put on and adjusted with one 
hand, and can be removed by a slight sideway pull 
which frees it from the collar. The length is adjust- 
able to the width of opening of all styles and makes of 
=. 

They are made in three qualities, 2 pattern 
finishes, Green Gold and Regular Gold see 


Gold Filled Quality are put up 2 dozen on an 


attractive easel card at........cccccccces $6.00 Doz, 
Gold Shell Quality are put up 1 dozen on 
RE ics oak Rich wb Ws bss dS ARREARS 12 


Solid Gold, 10k. are put up on single cards at 45.00 “ 
Prices subject to Jewelers’ Circular Key. 


Order today. Be one of the first to stock this pin. 
Order through your Jobber or direct, giving Jobbers’ 
names. 


Simplicity Collar Pin Co. 
125 N. Phillips Ave. Sioux Falls, S. D. 














in 
Chas ing Cloth 


“IT CLEANS WITHOUT A 
SCRATCH” 


Guaranteed 
to Clean and Remove 
Tarnish 


From Silver, Gold and Plated Ware 
and to Restore Original Lustre 


35c size—$2.50 per dozen|F. 0. B. 
50c size—$3.75 per dozen| Cleveland 


Attractive and Dignified Display Card in Black 
and White Ivory Free with Standard Package 


3 doz. small in box, 2 doz. large in box or 
1 doz. of each size in box 


Direct to Your Store by Parcel Post 


The Chaffin Products Co. 


5511 Euclid Avenue CLEVELAND, O. 




















WALRUS 
IVORY 
TEETH 


Made of Alaska Walrus Ivory, nat- 
urally colored and identical in shape, and 
appearance with real Elk Teeth. 














Net Prices per dozen Teeth 


 Sererrerrr TT ee rrr tre TT. $7.20 
No. 4 (illustrated)............++. 9.00 
Pb scempeeeenkere dees eaneenee 10.50 
No. 6 (charm size)............+. 12.00 
No. 7 (large charm)............. 15.00 


Special prices on gross lots. 


Walrus Ivory Teeth mounted in heavy 
10K mountings, with dial and head, $6.75 
each Net. 


All teeth subject to return at our expense if not up 
to your expectations. 


I. Lachman & Sons Co. 


Box 1859 Seattle, Washington 
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The Horological Questionnaire 





Written expressly for The Jewelers’ Circular by Lester B, Pratt 

















Avuruor’s Note—Realizing that there is a scar- 
city of competent watchmakers employed or en- 
gaged in the jewelry business, this article is writ- 
ten at the request of the technical editor for the 
purpose of interesting the younger generation in 
the selection of watchmaking as an occupation. 
Among the mechanical occupations, watchmaking 
stands pre-eminent as a clean, profitable business, 
eliminating the monotonous routine of many other 
lines. The watchmaker has invariably been hon- 
ored as the highest exponent of human mechanical 
skill and delicate precision instruments of every 
description come within the scope of the watch- 
maker’s ability. It would be impossible to operate 
our vast industrial system without the aid of 
accurate timepieces. Strictly speaking, the name 
“watchmaker” is a trade misnomer, as_ watch- 
making generally comprises the manufacture of 
watch movements. However, the name, ‘“‘watch- 
maker,” in the jewelry business, is invariably 
applied to one who repairs watches, and a com- 
petent watchmaker or watch repairer should be 
able to make practically any part of the different 
kinds and models of watches now in use. 

If the remarks contained in this article are “‘old 
stuff’ to the competent workman, we trust that 
it will be considered in the same spirit in which, 
it is tendered, viz.: that of interesting and im- 
parting information to the beginner.—L. B. P. 





(Continued from technical issue of July 7.) 


QuesTion—Is the watchmaker very often 
required to replace a missing wheel or 
pinion in a movement? 

ANswer—It is an unfortunate fact that 
the watchmaker will occasionally lose a 
wheel and pinion, or a watch may be 
brought in for repairs with one or more 
wheels lost. If they happen to be for a 
standard American movement, it is usually 
a very simple matter to order a new 
wheel and pinion which will answer the 
purpose with a slight amount of fitting. 
However, we often encounter an odd 
movement or one of foreign manufacture 
for which it is practically impossible to ob- 
tain suitable material of any kind. In such 
cases our only resource is to figure out the 
Proper dimensions and the correct number 
of teeth in the wheels and leaves in the 
Pinions. 

Question—Assuming that we have a 
watch from which the center wheel and 
pinion are missing; how shall we proceed 
to determine the correct number of teeth 
im the wheel and leaves in the pinion? 

ANSwEer—The number of leaves in the 


center pinion are usually determined quite 
easily, inasmuch as center pinions invariably 
have from 12 to 14 leaves. If we measure 
across two teeth in the mainspring barrel 
and approximate the center distances of the 
barrel and center pinion as closely as pos- 
sible we may quickly determine whether 
the number of leaves for the center pinion 
should be 12 or 14. There are many for- 
mule involving mathematics and geometry 
which are used in determining the correct 
functions of gears and pinions. Later on, 
they will be fully considered, but for the 
present purposes of this article we shall 
make the lost wheel and pinion problems 
as much as possible a matter of simple 
arithmetic. 

Assuming that we wish to find the num- 
ber of teeth for the missing center wheel, 
we shall multiply the number of leaves in 
the third pinion by the number of leaves 
in the fourth pinion, then multiply this 
product by 60. The resultant product 
should be divided by the number of teeth 
in the third wheel which will give us the 
number of teeth which the missing center 
wheel should contain. We can understand 
this problem more fully if we put it down 
as a simple formula, as follows: 


Third Fourth Third Center 
pinion pinion wheel wheel 
10 x 10x 0+75 = 28 


If we work out this problem as given, the 
quotient will be 80, which is the number 
of teeth the center wheel should contain. 


Question—How shall we proceed to de- 
termine the correct number of teeth for a 
missing third wheel? 

ANswer—Assuming that we wish to find 
the number of teeth for the third wheel 
which is missing. we shall multiply the 
number of leaves in the fourth pinion by 
60, then multiply this product by 7, 8, 9 or 
10, and divide the resultant product by the 
number of teeth in the center wheel, the 
quotient will represent the number of teeth 
the third wheel should contain. The 


smaller factor (7, 8, 9 or 10) which we have 
used in our problem will represent the num- 
ber of leaves which the third pinion should 
contain, providing we obtain an even quo- 
tient and also providing that the number 
of leaves so obtained is of suitable fineness 
for our train. We can understand this 
problem more fully if we put it down in 
the same manner as we did the formula 
for the center wheel; as follows: 


Fourth Third Center Third 
pinion pinion wheel wheel 


10 X0X7,8,9orl0+ 83 = 7 


If we use 7 as the factor for our third 
pinion we will obtain a product of 4200, 
which will give us when divided by the 
center wheel of 80 teeth a quotient of 52.5; 
obviously this is unsuitable for our third 
pinion. If we use 8 as the factor we will 
obtain a product of 4800, which will give 
us when divided by the center wheel of 80 
teeth a quotient of 60, which we will con- 
sider later on. Likewise, if we use 9 as 
our factor, we will obtain a product of 6000, 
which will give us a quotient of 67.5, an- 
other impossible figure. If we use 10 as 
our factor, we will obtain a factor of 6000, 
which will give us when divided by the 
center wheel of 80 teeth, a quotient of 75. 
Now, it will be observed from the above 
problems that we have obtained two quo- 
tients which may answer our requirements 
for the number of teeth in the third wheel. 
It will be principally a matter of good 
judgment for us to determine which is 
the most suitable for our purpose. If the 
train happens to be a coarse one, i. e., one 
with coarse teeth and coarse leaves in the 
various members then we may use the prob- 
lem, wherein we used 8 as our trial factor 
for the third pinion and obtained a quotient 
of 60 for the third wheel. If the train hap- 
pens to be a fine one, i. e., one with fine 
teeth and fine leaves in the wheels and 
Pinions, then we may use the problem, 
wherein we used 10 as our trial factor for 
the third pinion and obtained a quotient 
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¢ 75 for the third wheel. In the problem 
> en in this article we have placed a star 
ynder the trial facto., 10, which gives us a 
tient of 75. It will be readily observed 
Sais problem for determining the number 
of teeth in the third wheel and the number 
of leaves in the third pinion, that it is only 
necessary to exercise good judgment in 
‘ng a wheel and pinion for a coarse 

or fine train as the case may be. A watch- 
maker with ordinary experience should be 


quite capable of selecting a suitable wheel 


and pinion. ; 

Question—Assuming that we wish to 
determine the correct number of leaves for 
a missing fourth pinion; how shall we pro- 
ceed with such a problem? 
Answer—In determining the correct 
number of leaves for the fourth pinion we 
will employ a problem differing slightly 
from the preceding ones. In this case we 
will multiply the number of teeth in the 
center wheel by the number of teeth in 
the third wheel. Then we will divide this 
product by the product of the num- 
ber of leaves in the third pinion 
multiplied by 60. The quotient will 
represent the correct number of leaves 
in the fourth pinion. This problem, 
also, will be more fully understood if we 
put it down as a simple formula as fol- 


lows: 


Center Third Third Fourth 
wheel wheel pinion pinion 
9 xX 6 = 10 x 60= 10 


In this formula we multiply the center 
wheel of 80 teeth by the third wheel of 75 
teeth, which gives us a product of 6000. 
Then we multiply the third pinion of 10 
leaves by 60 which gives us a product of 
60. Next, we divide the product of the 
center wheel and the third wheel by the 
product of the third pinion and 60, which 
will give us 10. This quotient represents 
the correct number of leaves which the 
missing fourth pinion should contain. 

Question—How shall we proceed to de- 
termine the correct number of teeth for a 
missing fourth wheel? 

ANSWER—This is really the simplest of 
all the missing wheel and pinion problems. 
Our first requisite is to determine if the 
movement at hand is one of 14400, 16200 
or 18000 train. Most of the modern move- 
ments are 18000 train; however, it is well 
for the student to be able to readily de- 
termine which train any particular move- 
ment is. To determine the correct number 
of teeth for the fourth wheel we shall 
multiply the number of teeth in the escape 
wheel by 10 for the 18000 train; by-9 for 
the 16200 train or by 8 for the 14400 train. 
This may be set down as a simple formula 
as follows: 

Escape pinion 10 for 18000 train. 
8 x 9 for 16200 train. 
8 for 14400 train. 


We can readily determine which train a 
Movement is by counting the vibrations, 
Which may be easily done by moving the 
balance back and forth just enough to al- 
low the movement to escape; each time 
the escape wheel tooth passes a pallet stone 
is counted as a vibration. The 18000 train 
makes 18000 vibrations per hour, or 300 
per minute, while the 16200 train makes 
16200 vibrations per hour or 270 per min- 
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ute. It is unnecessary to count the full 
minute; simply to count 10 seconds, for 
instance, and multiply by 6 to obtain the 
full minute, gives the same results. 

QuEsTION—How shall we proceed to find 
the number of teeth and leaves in an es- 
cape wheel and pinion? 

ANSWER—We know what the escape 
wheel in a lever movement contains 15 
teeth, so we need only concern ourselves 
with the problem of finding the correct num- 
bers of leaves for the pinion. If the move- 
ment is 18000 train, then we will divide 
the number of teeth in the fourth wheel 
by 10 which will give us the number of 
leaves for the escape pinion in an 18000 
train. If we find that we cannot divide 
the fourth wheel by 10 and obtain an even 
quotient, then we may divide by 9, which will 
represent the correct number of leaves for 
the escape pinion of a 16200 train. 

(To be continued) 





The Mainspring and Power of 
Resistance 





(Continued from issue of July 28.) 


HE ordinary geneva hook fixed in the 

side of the barrel with an eye in the 
spring going easily over it tends to equalize 
the pull; such a form of hooking is called a 
“yielding attachment,” because, as the wind- 
ing up proceeds, the outer coils, being no 
longer held rigidly against the barrel, offer 
less resistance, the eye really turns round a 
little on the hook, and the force is more 
equal. This form of hook is the most popu- 
lar for all kinds of work, because it 1s so 
easy to fit a new spring when the old one 
breaks. It is suitable for fusee watches, so 
long as the shape of the fusee and its ad- 
justment is adapted to the altered pull. It 
is always used in marine chronometers, 
which never have the square hook. 

A more completely yielding attachment is 
that used in Waltham and other watches. 
A piece of spring is riveted to the outer end 
of mainspring, having two pivots ou it, 
which turn in holes in the cover and bottom 
of barrel. As the outer coils of spring come 
into action the pivots turn easily, and the 
pull is even more equal than with the geneva 
hook. It is one of the best attachments for 
watches without stopworks, but not so good 
as the geneva hook with a stopwork. 

Experiments have been made with tapered 
springs for going barrels; they were tapered 
thinner towards the outer coils so that, in 
giving way more easily than the thicker 
inner coils which first come into action, 
the pull would be more equal. Suppose 
such a spring is wound close round the 
arbor and commences to unwind, the thick 
inner coils exert more tendency to unwind 
than the outer ones, pressing and rubbing 
against them as they turn, they set up a 
great amount of coil friction. It was ex- 
pected that the friction would act as an 
equalizer, but friction is at all times such 
an uncertain factor, varying as the oil 
varies, or as the surface gets worn, that such 
springs are practically abandoned. Springs 
of uniform section are now used for best 
going barrels; there is some inequality in 
the pull, but that does not necessarily pro- 
duce any variation in the rate of going. 

If the spring is tapered thicker towards 
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the outer coils, the development is much 
more free, the thick outer coils pass away 
at once in unwinding from the inner ones, 
and there is very little coil friction. Such a 
spring is not good for going barrels because 
the difference in the pull of the top and bot- 
tom turns is greater than when the spring is 
equal in thickness throughout. 

But with a fusee that does not matter, 
because the shape of the fusee can be 
adapted to the pull. Springs so tapered are 
used for chronometers and good fusee 
watches. 

It has been already explained that when 
the limit of elasticity is exceeded a perma- 
ment set occurs. If steel be hardened and 
tempered its limit of elasticity is much ex- 
tended, although there is little change in 
its modulus. 

The work done by a spring in unwinding 
is equal to the work done in winding it up, 
minus loss by friction. 

With springs of similar material wound 
up equal distances— 


Work varies inversely as length of 


spring. 

Work varies directly as breadth of 
spring. 

Work varies directly as cube of 
thickness. 


Size of barrel depends upon dimensions of 
spring. 

To get the greatest possible number of 
turns of winding in a given barrel the spring 
must occupy just half the space between 
the barrel edge and the barrel arbor. When 
“down,” the spring occupies a narrow 
ring out against the barrel edge; when 
wound up it occupies a wider and smaller 
ring close round the barrel arbor. As we 
wind a spring up the coils gets smaller, 
but increase in number. The number of 
coils when wound equals the number when 
down, plus the number of turns it has 
been wound through. Suppose a spring is 
required to make four turns of winding, 
then the inner ring occupied by spring when 
wound must be wider than the ring occupied 
when unwound by four times the thickness 
of the spring, so there is only one thickness 
of spring that will properly satisfy the con- 
ditions with a given barrel and arbor. 
If we require six turns of winding with the 
same barrel and arbor, the spring must 
be thinner, so that its thickness is equal 
to one-sixth of the difference between the 
widths of the two rings that divide the avail- 
able space into two equal areas. As under 
these conditions the thickness of spring can- 
not be varied in the same barrel, the length 
of spring is also fixed, because it must 
be long enough to just fill the required area. 
Barrels of different diameters required to 
make the same number of turns must have 
springs with the same number of coils, and 
therefore both length and thickness of 
springs must vary as the diameters of the 
barrels. 

The breadths of the springs will vary as 
the heights of the barrels. Let L = length 
of spring, b = breadth, t = thickness. Then 
the work possible from springs is propor- 


bt® 





tional to 


The cubic capacity of a barrel is propor- 
tional to its height and to the square of.its 
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r. Height of barrel is always pro- 
1 to b. L and t must vary as di- 
obtain the same number of turns, 
ations of L and t have opposite 
find that the possible work of 
different barrels, when the same number of 
turns is required, is proportional to the 
height multiplied by the diameter squared, 
je, work varies as the cubic space in barrel. 

In watches required to make about four 
turns, the diameter of the arbor is one- 
third the inner diameter of the barrel. If 
it be smaller there is danger of the spring 
breaking. If more turns are required the 
arbor may safely be smaller, because the 
spring is thinner and will bear more change 
of form. In clocks making about eight 
turns in the barrel the arbor is about one- 
fourth of the barrel diameter, If fewer 
turns with a thick, strong spring are needed, 
the arbor should not be so small as one- 


diamete 
portiona 
ameter to 0 
and as vari 
effects, we 


third. 
Let R = radius of barrel and r = radius 
of arbor. The area of a circle = radius 


squared X 3.1416 = ar”. 

The area of a plane ring = the area of 
the whole circle minus the area of the cir- 
cular hole in it. 

The area of the ring-like space in which 
the spring moves will 


=o<rR?—ar r= x (R’—?’) 


The spring must be of such a length and 
thickness that it occupies half this ring. 
Let = the radius of the circle that just 
divides the annular space into two equal 
areas, this circle will be nearer to R than to 
r Its position indicates where the inner 
coil of the spring will be when “down,” 
and where the outer coil will be when fully 
wound. 

The area of the ring between R and # = 
(R? — x’) X =. 

The area of the ring between x and r = 
(x? — r’) x 7, 
and these two areas must be equal, there- 
fore— 


for = R— 2 :.2¢° = R*+ rand se= 


[e+e 
\ Z 


Let barrel radius = 1 inch, and arbor = 
¥, inch: 





P+(%)? 4/5 
pV Et _ pea J = .754 


2 9 


of an inch 

The radius x is nearly 34 inch. — 

Let N = the number of turns of winding, 
and t = thickness of spring, then the width 
of the ring from r to « must be wider than 
the one from + to R by an amount = Nt. 

The width of inner ring = radius of + — 
tadius of r, the width of outer ring = ra- 
dius of R — radius of x. 


. Nt=(*—r)—(R—x) =22—(R+r). 


2x—(R-+r) 2*—(R-+r) 
t=——___—_—- and N = 
N t 


In previous question let required number 
of turns, N=4. 


2X.745—(1+.33) 1491.33 .16 


t{— =r 


4 4 4 
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=.04 inch. 
16 
If N = 6, then t = — = .026 inch. 

6 

16 

If t = .032 inch — = —— = 5 turns. 
032 


x may be determined graphically in the 
following manner: ~~ 

To any convenient-scale draw two circles, 
as in Fig. 2, representing the inner circum- 
ference of the barrel and the circumference 
of the arbor, in any required proportion. 
See this department, issue of July 28. 
Make the arbor a true circle in this case. 
To divide the ringlike space between them 
into two rings of unequal widths but of 
equal areas, bisect that portion of the hori- 
zontal line R lying between the arbor and 
the barrel edge, and erect ‘a perpendicular 
through the bisection, with the bisecting 
point as centre describe a semi-circle just 
touching the arbor and barrel on the hori- 
zontal line. The point where the semi- 
circle cuts the perpendicular indicates the 
radius x. If in your drawing you have 
made R=3 inches and r=1 inch, + will 
equal 2.236 inches. 

If a broad piece of mainspring be con- 
siderably bent it will be observed that the 
outer surface tends to become hollowed 
across its. width, and the inner ‘surface 
rounded. 

The outer surface being stretched longer 
becomes narrower, the inner surface being 
compressed becomes wider, and the natural 
result of these changes is to produce the 
curvature indicated. In the barrel the 
rounded inner face of the spring lies in 
the hollowed outer face, and a good deal of 
clinging and coil friction may result. Some 
experiments are being made, I believe, with 
springs, which, instead of being quite flat, 
are slightly rounded so that they are a trifle 
thicker in the middle than at the edges. 
This should be an improvement if uniform- 
ity of section throughout the length can be 
ensured. It is not necessary to round the 
inner face, that might bé left quite flat, 
as it is certain to become rounded as soon 
as it is strained, but care must then be taken 
in making the spring not to coil it with the 
flat side outwards. 

In Fig. 2 it will be noticed that the body 
of the barrel arbor is “snailed,” i.e., it is 
eccentric, the difference between the great- 
est and least radii being equal to the thick- 
ness of the mainspring. This allows the 
second coil to lie evenly over the innermost 
one. When circular arbors are used, the 
second coil has to step up over the inner 
end of spring, and is liable to break there. 
The length of the hook should equal the 
thickness of the spring; it should not pro- 
ject above it. See issue of July 28 for il- 
lustrations. 

[THE END] 








An old doctor was making a call on a 
colored family. While talking to the pa- 
tient he was continually interrupted by a 
crying baby, which. sat on the floor and 
grumbled and whined continually. Finally, 
the mother picked the child up. 

“Auntie,” said the doctor, “your baby 
seems badly spoiled.” 

“No. suh! No, suh!” remonstrated the 
mother. “All little cullud babies smell dat 
way!” 
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Bracelet Watch Case 


BRACELET-WATCH case having the 
base designed to contain the move- 
ment of the watch and to receive the ends 
of the flexible bracelet-band and having 
also a crystal rim, attached by a hinge to 
said base in such manner as to cover the 
joint ends of the band when the case is 
closed, forms the subject of Swiss patent 
No. 76,219 issued to Jules Langel of 
Geneva. 

Fig. 1 is a longitudinal section in the 
open condition, the flexible: band of the 
bracelet being indicated by broken wires. 

Fig. 2 is a view from above of Fig. 1. 

Fig. 3 is a longitudinal section of the 
same construction, showing the closed posi- 
tion. 

a is the base of the case and is firmly 
fastened to the ring b which serves to secure 





























the movement. ‘ The base is provided with 
flanges a’ to permit the passage of the 
flexible band of the bracelet, formed by the 
straps c. Near to their ends the flanges are 
fitted with small forked bearings, a’ in 
which are carried small tubular bars @ 
which serve for the attachment of the straps 
c. Through the tubular bars pass pins e¢, 
slightly conical and passing through the 
flanges a’ into which they are forced, in 
such manner as to keep the bars d in place. 

To the base a, the crystal rim f is secured 
by means of a hinge g, openings f and f 
being provided to allow of the passage of 
the straps c¢. 

As will be seen in Fig. 3 the rim f covers 
the devices for attaching the straps when 
it is closed; on the other hand, it leaves 
them conveniently accessible when it is 
open. The edges a’ have projections a* 
designed to engage in the notches f* of the 
rim f, thus forming a snap-catch. 

The form of the case may be varied. 

The tubular bars d may be replaced by 
simple pins or by screws instead of the 
pins e. 

The flexible band of the bracelet may be 
an elastic or a helical spring, or even a 
series of spring links. 
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[Answers are also solicited from our readers to the questions published on this page. | 


No attention paid to communications unless accompanied by full name and address of the writer. 


QUESTION No. 3749.—Center Bushings 
—I have had considerable trouble in fit- 
ting new center bushings and getting them 
irue and upright. Can you give me a good 
method to follow so that I can turn out a 
sotisfuctory job that will be true and prop- 
erly finished? R. Y. 

AnswEr—If you have a good lathe and 
a universal head or a universal chuck that 
is true in every particular, there is no 
good reason why you should not be able 
to perform a first class job. The first 
thing to do is to remove all of the train 
wheels, then screw the two plates together 
and secure them in the universal head or 
chuck, centering them by means of the 
pump center. An important part to re- 
member at this stage of the Operation is 
to get the plates placed in the jaws so they 
swing in a true plane. In reality, this is 
the most important part of the whole oper- 
ation. Next, we will turn out the hole in 
the plate sufficiently to remove the outside 
line of the oil recess. Then a plug should 
be turned up to fit securely in the hole, 
making it slightly tapering and allowing 
enough stock to drive the plug in securely. 
The plug should be made as long as pos- 
sible, so as to better support the pivot and 
retain the oil. 

There is no advantage to be gained by 
diminishing the extent of the surfaces of 
contact in depths, in liftings or even in 
rests of escapements, as is too often done 
under the impression that the friction is 
thereby reduced. Since the same blow or 
pressure is withstood by a smaller number 
of elements, it will act with a greater force 
on them, and will distort the surface more 
rapidly; the accuracy of their forms will 
thus be destroyed in a less time. Also 
when the bearing surfaces are not of suffi- 
cient extent, any excess of pressure ex- 
pels the oil, thereby eausing a destruction 

of the surfaces and increased friction. 
Therefore, it is obvious what a bad effect 
a thin bushing will occasion. 

A bushing should support the pivot for 
at least three-fourths of its length, and 
also have a sufficiently deep oil sink to re- 
tain enough oil to keep the pivot moist 
for a year or eighteen months. Bushings 
should always be fitted in from the side 
the shoulder of the pivot rests against, and 
the other end should be well undercut and 
turned to a knife edge that will just pro- 
ject through the plate, and then one or two 
light blows with a flat-face punch will be 
sufficient to set the bushing securely in 
place. The center wheel should have very 
little endshake, as it runs close to the 
third wheel and also the mainspring barrel, 


and the endshake should be finally tested 
with mainspring barrel, center wheel and 
third wheel in position and the plates 
screwed together. 

Question No. 3750.—To Repair Center 
Pivots—The expense of fitting a new 
center staff in some of the old style 
movements is sometimes considerable, 
especially if the new parts have to be 
made. Is there any way to repair such a 
staff when it is badly cut and worn on the 
side next to the cannon pinion? H. M. A. 

ANSWER—The pivot, if it be cut so that it 
is smaller than the cannon pinion arbor, 
may be repaired in a first class manner by 
fitting a pipe over the worn place. Chuck 
the center staff in the lathe, and turn what 
remains of the pivot flush with the cannon 
pinion arbor. Then take a piece of Stubb’s 
steel rod about twice the diameter of the 
finished pivot and drill it so that it will fit 


snugly over the place turned on the center - 


staff, turning it flat and square on the ends 
and leaving enough stock so that the can- 
non pinion will rest against it and be clear 
of scraping against the plate. The plug 
should next be hardened and drawn to a 
dark blue, after which it should be driven 
in the staff securely. We may now pro- 
ceed to turn the pipe down to the proper 
size, then stone it smooth with an oil- 
stone slip and finish with a slip of jasper 
slightly oiled. If a job of this character 
is done properly and finished with care, it 
will answer fully as well as a new staff. 
Question No. 3751.—Roller Jewel Set- 
ter.—What is the best kind of a tool to 
use for setting roller jewels and what is 
the best cement for this purpose? R. P. S. 
ANSWER—There seems to be about “57 
different varieties” of tools in use for set- 
ting roller jewels and about 90 per cent of 
them are entirely unsuitable for the pur- 
pose. The most satisfactory tool we have 
ever seen is very simple in construction 
and very easily made by the workman. 
All that he will need to make the tool is a 
piece of 16 gauge brass wire about two 
and one-half inches in length. This should 
be bent into a long narrow loop. The 
ends should also be bent slightly about an 
eighth of an inch from the end so that 
when this loop is slipped over a roller table 
it will not touch the rim of the balance. 
The ends should be shaped up with the file 
and a slight recess cut in them so they will 
slip over a roller table and be retained in 
position. All that is necessary to use this 
simple tool is to slip it over the edge of the 
roller table and heat the loop end in the 
flame of the alcohol lamp and heat it suffi- 
ciently to melt the shellac. Gum shellac is 
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the best thing to use for cementing the 
roller jewels in place, and please bear in 
mind that we say to heat the shellac just 
sufficiently to melt. Many workmen make 
the mistake of heating the shellac so hot 
that it is burnt and thereby rendered en- 
tirely useless for cementing the roller 
jewel. If the shellac smokes the least bit, 
you might just as well clean it out and 
use some fresh shellac; it is no good any 
other way. 

Question No. 3752——To Prevent Steel 
Articles from Rusting After Soft Sol- 
dering.—I often have occasion to soft sol- 
der steel belt buckles and steel articles 
which cannot be hard soldered. Lately I 
have been using a soft solder paste instead 
of the regular fluid made by dissolving zinc 
in muriatic acid. I clean this part of with 
gasoline and wash the articles with soap 
and water, but they nearly always rust 
afterward. Is there anything I can do to 
prevent such pieces from rusting? J. J. 

ANSWER—The basis of practically all 
soft soldering fluxes is chloride of zinc. 
This is prepared by dissolving zinc in 
muriatic acid, until a saturated solution 
is obtained; i. e., by dissolving all the zinc 
that the acid will take up. Soft solder 
flux or fluid made in this manner is ready 
for use as soon as the action is completed. 
Chloride of zinc is also combined with 
vaseline to form a paste which is also very 
efficient. When you remove the soft solder 
paste with gasoline after using it on any 
article, you simply remove the vaseline or 
greasy part of the flux, but you do not 
remove all traces of the chloride of zinc, 
which is the actual cause of the rusting 
you mention. Now, to use a little chemis- 
try, it is a known fact that most chlorides 
are soluble in cyanogen or ammonia. 
Consequently, if we immerse the articles 
for a few moments in a hot solution of 
sodium cyanide or strong ammonia, the 
chloride is readily dissolved from the 
article. Our next step will be to remove 
all traces of the cyanide, which may be 
easily done by washing thoroughly with 
soap and water. Then the article should 
be well rinsed in clean hot water and dried 
in sawdust. Almost any article may be 
properly cleaned and dried in much less 
time than it has taken you to read these 
directions and all danger of rusting will be 
eliminated. Just give it a fair trial and 
judge for yourself. 





It is said that a gold solder can be made 
that will be the exact karat of the stock 
used when the soldering is complete. Melt 
a small amount of stock in a crucible and 
add about 10 per cent its weight cadmium. 

When melting the stock do not heat be- 
yond the melting point and use plenty of 
borax. After adding the cadmium remove 
at once from the fire and when cold cover 
with a piece of crucible which should be 
well diluted with fire clay. Re-heat care- 
fully and shake the crucible when melted. 
Cool and break the crucible. In soldering 
proceed as ordinarily, only hold the heat 
for a moment after the “flow” has taken 
place. The cadmium will evaporate leav- 
ing the joint filled with gold that is the 
same as the stock. It will not do to use 
this where platinum is used, for cadmium 
has a great affinity for the platinum. J. B. 
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A Suggestion to Dealers 








It is important that you make sure that the radium watches 
and clocks which you buy from jobbers and sell to your customers 
are licensed under the patents owned by the American Radium 
Company. 


If they are not, you may find yourself in the undesirable 
position of an infringer of our patents, in which case you would be 
liable to suit under these patents. 


Our patents relate to the combination of radio active salts and 
other materials which form a permanent luminous compound— 
fixed upon the dial and hands of watches or clocks. 





The patents include :— 


Number 789,811. . . May 16, 1905 
“ 789812. . . May 16, 1905 
“ 911,401. . . Feb. 2, 1909 


Further information will be supplied to any dealer in radium 
watches or clocks desiring it, upon application. 


AMERICAN RADIUM COMPANY 


ORGANIZED 1912 


7 EAST FORTY-SECOND STREET 
NEW YORK 
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Development of Electro-Silverplating 
Since Faraday’s Great Discovery 














HE varied and extensive use which is 
T made of electroplated articles “ 
ic life would alone merit some at- 
ve na the early history of the develop- 
ment of the process of silverplating.* Prior 
to its introduction we had to rely almost 
entirely on similar utensils made either of 
silver’ or pewter, supplemented to some ex- 
tent in the period immediately before the 
discovery of plating by Sheffield plate,” and 
on spoons, forks, etc., of steel, close-plated 
with silver, or of the newly introduced 
“nickelsilver,” a rediscovery of an ancient 
alloy said to have been known to the 
Chinese. i ae 

Apart, however, from its utilitarian 
interest, the history of electroplate empha- 
sizes a period of very active experimenting. 

Referring to the allied art of copper 
electrotyping discovered about the same 
time (1838), apparently independently by 
Thomas Spencer, of Liverpool, and Jacobi, 
in Russia, Alfred Smee writes in 1842, in 
the preface to his “Elements of Electro- 
metallurgy” (2d edition) : “ There 
is not a town in England that I have hap- 
pened to visit, and scarcely a street of this 
metropolis, where prepared plasters are 
not exposed to view for the purpose of 
alluring persons to follow the delightful 
recreation afforded by the practice of 
electrometallurgy.” 

It is not within the scope of this paper 
to trace the earlier history of electro- 
chemistry. Suffice it to mention that in 
1833-4 Faraday propounded his laws of 
electrolysis, and in 1836 J. F. Daniell, pro- 
fessor of chemistry in King’s College, Lon- 
don, described the first constant current 
battery. 

Starting from this period, one can trace 
that branch of the subject which had for its 
definite object the development of processes 
of manufacturing scope and value. 

Nowhere was this inception more sedul- 
ously pursued than in Birmingham, where 
gilding by older methods had long been 
practiced. There the Elkingtons and 
others, aided by skillful metallurgical 
chemists like Ogle Barratt and Alexander 
Parkes, and by clever operators such as 
the Millwards and Thomas Fearn, were 
striving to exploit in the larger atmosphere 


_ Paper read a short time ago at Sheffield meet- 
ing Inst. of Metals, September 24, 1919. 

* According to the Census of Production, 1911; 
the total value of the output of the electroplate 
trade of this country for that year was £2,235,000, 
the value of goods made of silver in the same year 
being £1,930,000. 

"On account of its high price the acquisition of 
silver articles was confined to the rich, hence we 
find that in the year 1840 the weight of silver 
articles assayed in Sheffield was about 60,000 
ounces, and in Birmingham 103,869. The corre- 
sponding figures for 1910 being 1,578,640, . and 
3,992,647 ounces, 


‘See “History of Old Sheffield Plate,” F. Brad- 
bury, Macmillan, 1912. 


of the workshop the fascinating results of 
experimenters. By employing methods set 
out in a series of patent specifications 
(1836 to 1838), the cousins George 
Richards and Henry Elkington had made 
such advance in gilding as to crush com- 
petitors adhering to older processes out of 
the field. 

Another patent, due to Barratt (1838), 
but taken out jointly by him and Elking- 
ton, claimed that. they had invented cer- 
tain improvements in coating and coloring 
metals never before practiced, of which 
they were the first and true authors. Up 
to this itme and, as will be seen, even later, 
the pioneers concentrated themselves 
chiefly on the solutions employed, laying 
little stress on electrical action. B. Wood- 
croft, in his official “Abridgement of 
Patents,” has pointed out that “Although 
no mention is made of electricity in the 
above specification, the immersion of the 
metal in a solution of zinc, in contact with 
zinc or amalgam of zinc, forms a galvanic 
current, and thus employs electric force.” 

At this stage George Elkington, engaged 
on the problem of silverplating, was 
sufficiently encouraged to form a business 
agency of an intimate kind with Benjamin 
Smith, of London. A correspondence be- 
tween August, 1839, and June, 1840, shows 
many difficulties encountered and strenuous 
efforts to surmount them. 


Smith sends a gilt candelabrum as a pat- 
tern of one to be made and silvered; also 
four candlesticks are ready for plating; 
and he is told that although there is un- 
certainty how soon the improvement can 
be effected, coming success with a new 
system, different from any hitherto used, 
is positively anticipated. The coating of 
silver might, it was explained, be varied 
and could be deposited thick enough to be 
chased. But things did not run smoothly, 
and by June, 1840, it had to be confessed 
that the result was disappointing. It is 
fairly clear that the new system now re- 
ferred to was a process devised by Ogle 
Barratt, assigned to the Elkingtons and 
covered by letters patent applied for on 
March 25, 1840, “For improvements in coat- 
ing, covering, or plating certain metals.” 
The six months allowed before lodging the 
specification were full of anxiety, and when 
that time had nearly expired Mr. Elkington 
was in London in consultation as to the 
final form of the claim. Then it was found 
that another discoverer was in the field. 

This was John Wright, a young Birming- 
ham surgeon. Many fables have been 
woven respecting his origin. He was the 
scion of a substantial family long settled 
in the district where Yorkshire, Derby- 
shire and Nottinghamshire meet, but his 


57134, 7304, 7496. 
e No. 7742, July 24, 1838. 


a 


father having removed to Kent, he was 
born on the Isle of Sheppy. His school 
was at Brampton, near Doncaster; his ap- 
prenticeship was served with a surgeon at 
Rotherham, and after a course of study 
at several medical schools, he established 
himself in practice in the Bordesley district 
of Birmingham in 1833, being then 23 years 
of age. There he patiently pursued the 
experiments in metallurgical chemistry to 
which he had long been devoted, and on 
one happy day, acting it is believed on a 
hint obtained from the writings of Scheele, 
found in cyanide of potassium the solution 
of the problem of satisfactory silver deposi- 
tion. A gilded chain and a silvered plate 
were the first tangible evidences of his’ 
success. But the mere exhibition of these 
was not enough; the thing had been done, 
but silversmiths in Birmingham and 
Sheffield lacked faith enough to give finan- 
cial assistance without knowing how it had 
been accomplished. This Wright resolutely 
declined to disclose, and in the end went up 
to London to take out letters patent on his 
Own account, 

There is no trace that he had applied to 
the Elkingtons, which is curious, since 
theirs might seem to have been the most 
obvious market. But here what looks like 
pure luck stepped in and took control. For 
George Elkington put up at the London 
hotel which Wright had chosen, and one 
patent agent was acting for both. Thus 
they met, and finding themselves in the 
same boat, common. sense required that 
they should pull together. By the agree- 
ment eventually signed completion of the 
contract was made dependent on a series 
of trials and proofs. Not until these were 
carried out were the Elkingtons to know 
the precise. nature of the mystery they 
were buying.’ 

The trials satisfactorily established the 
value of Wright’s process and vindicated 
his representations, but as the same prin- 
ciple was deemed to underlie both his 
methods and Elkingtons, the variations 
being only in the solutions, it was decided 
to embody Wright’s emendations in Elking- 
tons’ specification. This subsequently 
proved to be a serious embarrassment and 
anxiety, for competent authorities advised 
that the validity of the patent was thereby 
so jeopardized as to imperil its power to 
resist any determined assault. The docu- 
ment was hurriedly completed and was 
lodged only in the last days of the six 
months of grace. The patent is dated 
September 25, 1840, and is numbered 8,447. 
It stands as the master patent, the basis of 





7 Wright had as confidant and mentor and stout 
backer, Charles Askin, a Birmingham veterinary 
surgeon, a man of keen business shrewdness. He 
was, in conjunction with Benson, the discoverer of 
a successful process for precipitating nickel free 
from cobalt. 
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in electrosilver plating.© There 
ear Neo to retell its details, but it is 
necessary to note that in such claims as it 
made to the use of a galvanic current, the 
single cell arrangement was implied. Its 
nonmention of Wright's name follows, of 
course, from what has been said as to his 
contribution being incorporated in the par- 
ticulars lodged in support of the letters 
patent granted to George and Henry Elk- 
ington on March 25, 1840. 

Legal protection having been secured, the 
patentees were confronted with the greater 
problem how to press home their advantage 
by successful manipulation in the workshop, 
and by a remunerative output of goods of 
a quality commending themselves to, he 
public. The enthusiasm of the inventors 
found no reflex in outside opinion. 
Presages of a revolution in silverware were 
received with chilly incredulity, and the 
derogatory word “brummagen,” as a syn- 
onym for shoddiness, was freely used by 
the cynics. The suspicion that the coating 
would prove to be only a temporary and 
unstable veneering was shown to be more 
than a prejudice when early samples were 
returned on shopkeepers’ hands as defec- 
tive. Barnards, of London, among the 
earliest to take out a license, reported that 
the battle they had to fight for a process 
in illfavor with the trade was so hard 
that they despaired of making headway. 
The manufacturers of old Sheffield plate 
laughed scornfully at any idea that their 
craft was in danger from a bubble that 
must soon burst. Before long they had 
to whistle rather loudly to keep up their 
courage. 

Without absolutely accepting Dr. Gore’s” 
assertion that for at least seven years the 
process was not remunerative, there can be 
no doubt that success or failure long hung 
trembling in the balance. Josiah Mason} 
speaking of the time, some 18 months after 
the start," when he joined the firm, was ac- 
customed to describe the warnings of his 
friends against the embarkation of his 
capital in a speculation that could end only 
in ruin. 

The Elkingtons, however, with unabated 
faith, set about perfecting the process in 
their own works, and in seeking to induce 
licensees to take it up. In the latter respect 


8See Appendix I. 


®The importance of the Elkington discoveries of 
gilding in 1836 and silverplating in 1840 is em- 
phasized by the commission appointed by the French 
Academy of Sciences under the chairmanship of 
Dumas (see Comptes rendus, vol. xiii. pp. 998-1021, 
and p. 1103, November and December, 1841). Mr. 
Wright seems to have demonstrated the processes 
in Dumas’ laboratory in Paris, on behalf of Elk- 
ington in September, 1841. The French Academy 
awarded G. R. Elkington a prize of 6,000 francs 
for the gilding discovery (Comptes rendus, June 6, 
1842, vol. xiv. p. 878. See afso Charles Christofle, 
“Historie de la Dorure et de l’argenture Electro- 
Chimique,” Parim Imp. d’E. Duverger, 1851, which 
has a foreword by G. R. Elkington endorsing the 
correctness of its contents). The firm of Christofle 
entered into an agreement with the Elkingtons on 
4 13, 1842, and throughout employed their meth- 

Ss, 








"George Gore, “On the Relation of Science to 
Electroplate Manufactures,” Popular Science Re- 
view, 1862, vol. i, p. 327. 


“March 29, 1842, Bunce’s “Life of Josiah 
Mason.” 
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their success was disappointingly slow, and 
with the exception of an extension of the 
arrangement with the aforenamed Ben- 
jamin Smith, giving him a monopoly of 
the London trade for certain scheduled 
articles, and of one or two minor licenses 
for special details, it was not until 1843 that 
things began to move. The patentees had 
naturally made great efforts to enlist the 
cooperation of the Sheffield silverplaters. 
There were protracted negotiations with 
the two leading firms—Roberts and Cres- 
wicks—but their only result was a large 
mass of correspondence which survives to 
show on the one side a lack of confidence 
in the future of a highly speculative ad- 
venture, and in the validity of the patent; 
and on the other an exaggerated estimate 
of the value of severely restricted licenses. 
The Sheffield firms, with their showrooms 
full of temporarily unsaleable old plate, and 
with their workshops idle, had abundant 
reasons for desiring the failure of the new 
competitor. But the vendors, instead of 
tempting them against their will and cau- 
tious judgment, alienated them further by 
the severity of their terms.” And having 
thus lost those who would have proved 
their most valuable allies, they had to place 
their process in the hands of a class of 
makers who had nothing to lose but every- 
thing to gain by adventuring into an en- 
larged field. Thus, in Sheffield especially, 
it was the Britannia metal smiths who, 
with experience in the manufacture of 
domestic wares in baser metals, could with- 
out much risk, yet with prospect of a wider 
outlook, add an electroplating plant to their 
factories; and the terms to them were 
adapted to their individual circumstances 
in many varied forms.” 

It was John Harrison, a Britannia metal 
smith who on June 13, 1843, took out the 
first license in Sheffield, the fourth granted 
for plating in general. He engaged as 
operator an out-of-work table knife forger, 
George Walker, who in the course of duties 
as caretaker at a chemical class, had 





12 The venerable Samuel Roberts, founder of the 
arm, told his successors that “they must be out of 
their senses” to entertain proposals which could 
only end in their enslavement and ruin. They 
were being treated, he said, like simpletons and 
children. Time would show how overrated was 
the new process, and they had everything to gain 
by standing aloof. “If I were in your place,” 
said the old war-horse, scenting the delights of 
battle from afar, “I feel assured that I should 
soon bring the patentees to their marrow-bones.” 


1%3In connection with the licenses, a scheme of 
marking was elaborated with much care, but it 
did not stand the test of experience, and was 
before long abandoned. The patentees began by 
requiring the articles to be stamped with the let- 
ter “E,” the initials of the licensee, with the 
word “patent,” and with crosses, single, double, 
and treble, indicating lowest, middle and _ best 
qualities. For yet a fourth, better than the best, 
the words “extra patent plate’ were to take the 
place of the laconic “‘patent,” together with three 
crosses. Yates and Sons, of Birmingham, cov- 
enanted to use “Y. & S.,” with the mark at 
present adopted by Elkington & Co., viz., “a 
crown and E, & Co.” But a year later this was 
simplified to “J. Y. & S.” and a crown. Before 
long, however, the patentees were content with 
any distinctive mark enabling them to identify 
the manufacturer. Mr. Sobey, of Exeter, was 
ambitious. He chose (1) W. R. S., (2) a human 
head, (3) a ship, (4) a castle. Now a castle 
is the distinctive mark of the Exeter and a 
crown of the Sheffield Assay office; so the castle 
had to be abandoned by Sobey, and the crown 
by Yates. 
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dabbled in the students’ electrical experi- 
ments. At Harrison’s expense he was sent 
to Birmingham to be initiated into the 
plating process. William Carr Hutton, 
who had established in Sheffield a branch 
of his father’s Birmingham business— 
“close-plating” on steel and the making 
of spoons and forks in “Improved German 
silver,” otherwise called “British plate’— 
obtained a license a day after Harrison’s. 


By the end of two years the latter had 
paid royalties on articles plated of the net 
selling value of £5,311, and although Hut- 
ton’s output was smaller he reported 
sufficient improvement and success to en- 
courage working with more confidence. 
Such was the position of electroplating 
in Sheffield when George Walker threw up 
his engagement with Harrison and took 
out a license for himself and a partner, 
Samuel Coulson. In this an abortive at- 
tempt was made to prevent Harrison work- 
ing not only for his own customers, but 
“on hire” for the trade. Not having works 
ready, Walker was unable to commence 
manufacturing until the end of September, 
two years after Harrison and Hutton had 
been in the Market.* From that time, al- 
though the number of Sheffield licenses in- 
creased but slowly, the output kept pace 
with the growing popularity of the wares. 
And when the old silver firms found them- 
selves compelled to supply electroplate or to 
lose customers they compromised to the 
extent of obtaining by deputy for sale what 
they could not even yet bring themselves 
to make. 

It has been stated that the first inten- 
tions of the Elkingtons was to rely rather 
on the activities of licensees than on their 
own manufacture for the supply of the 
market,” but the reluctance of trades to 
take up the work, and the difficulties of 
establishing some uniform system, indicated 
by innumerable drafts of alternative plans, 
soon forced on the pioneers the conviction 
that they must show their confidence in the 
mercantile value of their patent by vigorous 
example and energetic popularizing of the 
new wares. When this had become evident 
they acted with decision. Leaving the 
original shops to their former uses, great 
extensions were made for setting up a 
large and complete electroplating plant; 
and a spacious showroom was added as an 
object lesson to the still incredulous. 


(To be continued) 





14 Messrs. Walker & Coulson founded the busi- 
ness now carried on under the title Walker and 
Hall, and owing to the erroneous supposition that 
John Wright, the collaborator of Elkington, was 
connected with Sheffield, it was claimed that this 
firm were associated with the first successful sil- 
verplating. The author has already shown that 
such a claim is altogether unfounded, and the 
full discussion of the matter, too long to enter 
into in this paper, will be found in a book on 
the “History of Electroplate,”’ now in preparation. 
In the Sheffield newspapers in 1881, 1887, 1890, 
1903-4, the periodical recrudesence of this con- 
troversy can be traced, and those particularly 
interested in this part of the subject are re- 
ferred to the author’s lecture before the local 
Society of Applied Metallurgy, “Sheffeld and 
Silver: My Story of Electroplaters and Electro- 
plate,” abstracted in Sheffield Daily Telegraph, 
January 8, 1914. See also same newspaper, 
January 10, 13, 15, and 19, 21, and 24, 1914, 
where the claims and their refutation are clearly 
set out. 

15 Bunce, ‘‘Life of Josiah Mason,” 
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[Patents Granted by the United States. 
The United States Patents That Have Ex- 
pired and the Registered Trade-Marks.] 
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UNITED STATES PATENTS 








Issue of July 20, 1920. 
ATTACHMENT FOR FOUNTAIN- 
PENS. Cart Scuwartz, Sheboygan Falls, 
Wis. Filed March 15, 1920. Serial 365,832. 
7 Claims. 


In combination with a writing device, having a 
pair of longitudinally extending grooves, of a 


t Pre Sg 98 


+) 7 } 





slidable retaining clip, and groove engaging fingers 

extending from the clip and slidably disposed in 

the grooves. 

147,171. BUCKLE. Crercuton S. Macponatop, 
Attleboro, Mass. Filed Feb. 14, 1920. Serial 
358,577. 2 Claims. 

A buckle comprising a relatively-fixed part, a 

member pivotally mounted therein formed of a 

gubstantially flat sheet-metal body, and a rib mem- 





ber of sheet metal including a web lying against 

and secured to said pivotally-mounted member 

and a transverse clamping-rib formed by bending 

a marginal portion of the material into a loop 

taised above the plane of the web. 

1,347,173. METAL CLOCK-DIAL. Guntuer E. 
H. Matues, Waterbury, Conn., assignor to 
Waterbury Clock Co., Waterbury, Conn. 
Filed April 9, 1920. Serial 372,395. 1 Claim. 

As a new article of manufacture, a metal clock- 
dial characterized by having its surface initially 





abraded in a series of concentric circles and its 
figures photographically printed upon such abraded 
surface prior to lacquering the same, whereby 
the figures are located in the plane of its finished 
surface, 


13473244. BELT BUCKLE. Lenman H. 
Cranpatt, Los Angeles, Cal. Filed Oct. 6, 
1919. Serial 328,671. 4 Claims. 


In a belt buckle, a curved fixed gripping mem- . 


fer, a curved fixed gripping member, a curved 
slidable gripping member having a face plate 
Normally spaced from the fixed member thereon, 
said face plate formed with a less curvature than 
that of the fixed gripping member, and means 
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whereby advancing said slidable gripping member 
longitudinally on said fixed gripping member will 
operate to move the face plate toward the fixed 





member to grip a belt interposed between said 

members. 

1,347,364. FASTENER FOR BAGS, PURSES 
AND THE LIKE. Henry EpMonps, Bir- 
mingham, Eng. Filed Aug. 11, 1919. Serial 
316,742. 2 Claims. 

A device of the character described comprising, 
in combination, two frame members, one frame 
member having an aperture therein, a spring 











adapted to bear on the underside of said frame 
member and having a bent portion adapted to pro- 
ject through said aperture for vertical spring move- 
ment therein, a catch lever having a channeled 
lug adapted to engage the bent portion of said 
spring and being adapted to fulcrum at one edge 
upon said frame member, and means carried by 
said catch member and the second frame member 
for securing said frame members in latched 
position. 


Designs 
55,870. _WATCH CASE AND BOW. Jeremiau 
McGrevy, Brooklyn, N. Y., assignor to Soli- 





N.. Y. 


darity Watch Case Co., Brooklyn, 
Term 


Filed April 18, 1918. Serial 229,443. 
of patent 14 years. 
55,893. FINGER RING. JosepH Simmons, New 


O 


York. Filed February 3, 1920. Serial 355,983. 
Yerm of patent 3% years. 
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UNITED STATES TRADE-MARKS 


[The following trade-marks have been adjudged 
entitled to registration under the Act of Feb: 20, 
1905, and are published in compliance with Sec- 
tion 6 of said Act.] 





Trade-Marks Published July 20. 1920 
Ser. 130,596. (CLASS 28. JEWELRY AND 


PRECIOUS-METAL WARE.) Extas Jacos- 
son, New York. Filed April 3, 1920. 


VENUS 


Particular description of goods.—Pearls, 
Claims use since Aug. 30, 1919. 

Ser. 131,110. (CLASS 27. HOROLOGICAL IN- 
STRUMENTS.) JosepH Gortrizs, New 
York. Filed April 14, 1920. 

Consisting of the word “Relion.” 


Aekion 


Particular description of goods.—Watches. 
Claims use since Feb. 9, 1920. 

Ser. 131,975. (CLASS 27. HOROLOGICAL IN: 
STRUMENTS.) Tue Keystone WatcH 
Case Co., Philadelphia, Pa. Filed May 3, 
1920. Under ten-year proviso. 


Von-bull out, 


Particular description of goods.—Watchcases. 
Claims use since January, 1890. 
Trade-Marks Registered July 6, 1920 (Cont’d.) 


55,198. BELT-BUCKLE FRAME. Lowen. W. 
Surgtps, Rochester, N. Y., assignor to Hickok 
Mfg. Co., Inc., Rochester N. Y. Filed Dec. 4, 





1919. Serial 342,534. Term of patent 14 
years. 
132,225. RINGS AND RING MOUNTINGS. 


Stern Bros. & Co., New York. N. Y., as- 
signor to Goldsmith, Stern & Co., New York. 
Filed June 6, 1905. Serial 7.545. PUBLISHED 

JAN. 29, 1907. 

132,256. BEAD, NECK CHAINS, BRACELETS 
AND CROSSES. Srern Bros. & Co, New 
York, assignor to Goldsmith, Stern & Co., 
New York. 

Filed Nov. 20, 1905. 

LISHED JAN. 29, 1907. 


132,257. HAT PINS, SCARF PINS AND BABY 
PINS, MADE PARTLY OR WHOLLY OF 
PRECIOUS METALS OR HAVING 
JEWELS. Srern Bros. & Co., New York, 
assignor to Goldsmith, Stern & Co., New York. 

Filed Nov. 29, 1905. Serial 15,084. PUB- 

LISHED JAN. 29, 1907. 

132,258. LOCKETS, FOBS, PENDANTS AND 
EAR RINGS. Srern Bros. & Co., New York, 


Serial 15.083. PUB- 


assignor to Goldsmith, Stern & Co., New 
York. 
Filed Nov. 29, 1905. Serial 15,085. PUB. 


LISHED JAN. 29, 1907. 








The final session of the North Carolina 
State Optometric Society, held at Wrights- 
ville Beach, elected Dr. A. G. Spingler, of 
Raleigh, president; Dr. F. C. Roberts, of 


Charlotte, vice-president; and Dr. John D. 


Perry, of Winston-Salem, secretary and 
treasurer. The following executive com- 
mittee was also elected: Robert N. Walker, 
of Winston-Salem, chairman; J. W. Tay- 
lor, of Greensboro; R. H. Leonard, of 
Mount Airy; and A. T. Stanley, of High 
Point. The next meeting of the association 
will be held in Asheville. The association 
is endeavoring to make the meeting next 
year an international one, with some 
12,000 delegates in attendance. It will be 
a big thing, members of the association de- 
clare, and are exerting every possible effort 
to secure it. 


. 
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Leiman Bros. 


Polishing Dust Collector 





A powerful suction of air collects the dust in the boxes 
—you recover the valuable metallic particles. For the 


small shop or large factory. 


wh a 


LEIMAN _B 


LEIMAN BROS. COMPLETE 


Individual Motor Drive a Specialty 
Complete Plants, Large and Small, Equipped 


Anvils and Blocks 
= 

jowpipes 
Bracelet Winders 
Bracelet Mandrels 
Casting Flasks 
Crucible Tongs 
Crushing Machines 
Counter Shafts 
Draw Benches 
Draw Tongs 
Drilling achines 
Engraving Bails 
Exhaust Outfits 
Furnaces 
Furnace Hoods 

and Iron Tables 


LEIMAN BROS., 81 Walker St., New York 


Near Broadway & Canal St. 


OVER 30 YEARS IN BUSINESS 


Grinding Machinery 
Ingot Moulds 

Lap Heads 

Laps 

Lapidary Machinery 
Lathes 

Melting Furnaces 
Motors 

Oil Cups 

Oil Separators 
Pickle Pots 
Polishing Heads 
Polishing Machines 
Polishing Benches 
ae Sa Hoods 
Rolling Mills 

Ring Mandrels 


All Your Machines in One 





J TF =a 


RO’S. 


WORKSHOP 


Ring Benders 
Sand Blasts 
Setters’ Benches 
Smoke Hoods 
and Iron Tables 
Soldering Lamps 
Sawdust Heaters 
Sweep Furnaces 
Sifting Machines 
Shears 
Saw Machines 
Twisting Machines 
Vises 
Vise Benches 
Work Benches 
Wash Basins and 
Drip Pans 


— 





Get a Trade Mark Education 


Bradley Horological is a 
trade mark known the 
world over, and stands at 
the head of all institutions 
of this kind. 

It has gained this en- 
viable reputation by insist- 
~ ing that its students shall 
be thoroughly grounded in 
: ’ the rudiments of the work 
and become efficient in every part of the work as they 
take it up. Every number on the lists and every opera- 
tion has been worked out in sequence, thereby produc- 
ing the efficient and finished workman. 

It has been said that “Efficiency promotes courage 
and mentality,” and again that “Efficiency is built, not 
born.” Bradley builds Efficiency. 

The capacity for hard work and infinite patience are 
the most important factors in the make-up of a person 
desiring to become a thoroughly competent watch re- 
pair man. Young men wishing to get to the top in 
this art should make arrangements to enter this depart- 
ment of Bradley Polytechnic Institute immediately after 
their Summer vacation. A person can enter at any time 
but try to get in as near September Ist as possible. 
We will have room for fifty more students at that time. 








A postal card from you, addressed to 


Bradley Polytechnic Institute 
Horological Dep’t 
PEORIA, ILL. 


will get one of our latest catalogues. 
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TALL 


Webster-Whitcomb, Magnus and Elect 
Watchmakers’ Lathes 


Manufactured by 
Waltham, Mass., U. S. A. 





F. W. DERBYSHIRE 














SWISS WATCHES 


PROVED MERIT 
CONCORD WATCH CO. 


15 MAIDEN LANE, NEW YORK 






































